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FEED MERCHANTS BULLETIN and 


Che feed 


ILL the gas tank of 

your Ford or Packard, 

Mr. Feed Dealer, and 
spend as much time as pos- 
sible, each day during the 
next few weeks, calling on 
your feeders. You can ren- 
der better service to your 
customers this way and the 
result will be more busi- 
ness for you. Farmers are 
thinking about feeds now. 
Call on them. Help them 
solve their problems. Plan 
their winter feeding pro- 
grams with them. Get their 
orders, now, for the feed 
they will need throughout 
the winter. 


‘ 
= 


ZS 

Z We HA 


The Dealers’ Paper of the Feed Industry ; 


IF FU 7 
\) \) ) Wy 
SEE A 
( he SAA 
ZB _ RE 
= 


Wisconsin 32% 


Dairy Ration 
balances 


— Srown Srains 


This outstanding high protein con- 
centrate not only blends with farm 
produced feeds to make quantity 
balance, but it also gives quality 
balance. By quality balance we 
mean the improved efficiency ob- 
tained by using a variety of distinct- 
ly different kinds of proteins. Grains 
have a surplus of nutrients which 
are unbalanced and unused by the 
dairy cow when only one or twohigh 
protein ingredients are mixed with 
them. Wisconsin 32% Dairy Ra- 
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100 LBS. NET 
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_DAIRY RATION 
~ FOR MIXING WITH FARM GRAINS 


GUARANTEED ANALYSIS px 
—" 


PROTEIN 32% 
FAT 5% 
FIBER 10% a 
NORTHERN MILLING CO. 


WAUSAU ,WISCONSIN 


| / 


tion is especially prepared to 
make use of these surpluses. 
The many ingredients which 


are used in the manufacture of 
“Wisconsin 32” prevent waste 


of nutrients and make feeding 
home grains more profitable. 


NoRTHERN MILLING CoMPANY 


ESTABLISHED 1883 
WAUSAU, WISCONSIN 
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Cut Your Feed Plant Costs — 
Use Strong-Scott Machines 


Freep plant operation costs are considerably reduced 
by the use of the efficient, reliable machines sold 
by Strong-Scott. We offer you a complete feed plant 
service — entire plants designed and equipped, special 
machinery, service and supplies. Write for full information. 


FEEDER ADJUSTMENT 


GRADUATED 
FOR STOPPING 
SCALE AND STARTING 
PERCENTAGE 


VALVE 


ROCKER SHAFT 
FOR OPERATING 
ENTIRE BATTERY 


Draver EUREKA 3 in. 1 Feed Mixing 
Plant a Combined Loader, 


Mixer and Sacker 


HOCKY VALLEY Swing 
Hammer Mill 


UNIFORM GRINDING — One-Piece 
Hammers, Reversible. Built-in 
Metal Trap 


EUREKA CORN CUTTER—For 
Clean, Bright Steel-Cut Corn 


MUNSON Attrition Mill for General Grinding 


Everything Jor Every Mill and Elevator 
The Strong-Scott Mf§ Co. 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott Mfg.Go.Ltd-Winnipeg 
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Just Supposiv’ 


you knew of a feed made entirely 
from the best feeding part of corn— 


and this feed contained more than 
40% of protein— 


and better than 80% of total digest- 
ible nutrients— 


and less than 47% of fibre— 


and wascolored anicegolden brown— 
and tasted great to cows, hogs and 
chickens— 


and was priced as low or lower than 
other high-protein feeds— 


and—on top of that—supposin’ you 
knew that this feed had been the 
chief protein ingredient of the ration 
that made the world’s record in but- 
ter-fat production— 

Would you buy it? 

You bet you would. 


Well, there is such a feed and if you 
want it, buy 


Diamond Corn Gluten Meal 


because that’s the feed we’re talk- 
ing about. 

Buy Diamond as an ingredient for 
your own mixtures. 


Buy Diamond for resale in original 
bags. Or buy the good ready-mixed 


feeds that contain Diamond. 


40% Protein Guaranteed 


CORN PRODUCTS REFINING COMPANY 
NEW YORK =_ CHICAGO 
MANUFACTURERS ALSO OF BUFFALO CORN GLUTEN FEED 


----for almost half 


a century---- 


ovary time you sell a sack 
: of flour it should do at 
} least three things for you. Give 
you a fair profit; satisfy your 
customer; and with the future 
in mind, make it possible to 
sell another sack to the same 
customer. 

It takes a good flour to do those 
things. OCCIDENT is that 
kind of flour. Dealers have 
been selling OCCIDENT that 
way for nearly half a century. 


OCCIDENT FEEDS 


Occident Hard Wheat Bran 
Occident Wheat Mixed Feed 


and 
Alta Hard Wheat Middlings 
FREE FROM SCREENINGS 
HIGH IN PROTEIN 


RUSSELL-MILLER MILLING CO. 
General Offices 
MINNEAPOLIS, MINN. 


CCIBENT FLOUR 


Why 


load up on straight cars when 
you can buy mixed cars at 
nearly the same prices. 


We carry everything in the 
feed line and can ship all 
your needs in the one car. 
Within twenty-four hours 
after receipt of your order, 
your car is loaded and 
shipped. 

Wire or phone us for delivered 

prices. 


McKercher Milling Co. 


WISCONSIN RAPIDS, WISCONSIN 
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WHY outers ALL OVER 


THE NATION ARE MIXING 


FOS-FOR-US witn 
THEIR FEEDS 


reports. They tried it out.in- own lots sand 

farms. They have too much, stake to tisk ANY matedal 

extensive te feedets, end farmers. 

THIRD: becdute FOS costs and increages: ‘the 

feed manufacturer’ ‘s profits.’ And i is doing this, for 700 millers 

and feed. manufacturer’ all, over the county. 


GET THE FACTS: They louder than oroument to every 
man. Use: the blow. 


DED MINE 


NTERNATIONAL AGRICULTURAL (oRPORATION 


MANUFACTURERS OF GRAWE Fen 
61 BROADWAY, DEPT. 18 NEW YORK CITY 


THE FEED BAG—OCTOBER, 1929 Page Five 


= 
| 
| 
# 
PRODUCES HEAVIER HOGS: MORE ECCS-MORE MILK 


I, all the rumored and “hot air” chain 
Retail Feed Stores owned by Feed 
Manufacturers were placed in a single 


row they would surely reach from the 
Atlantic to the Pacific. Arcady has 
no place in these rumors. We are 
feed manufacturers and not retailers 
and will continue that way. You can’t 
be a “Specialist” in more than one 
thing at a time. We cannot see and 
do not believe there is the slightest 
danger from “chains” to the live, wide 
awake dealer using modern methods 
and handling Arcady Wonder Feeds. 


Arcapy Farms CompANy 
223 W. JACKSON BOULEVARD 
CHICAGO, ILLINOIS 
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Confessions of a Dealer Who Used 
Wrong Business Policies 


He Condemned Association, Called Cash Basis “The Bunk”, Cut Prices 
Now He’s Licked; Warns Others in Feed Business Against His Mistakes 


licked! 

i Four years ago I established my- 

self in the feed business with ideas 
of my own. My friends warned me 
against some of them, but I wouldn't 
listen. They told me that I couldn't 
operate without a carefully organized 
credit system. I thought that was the 
bunk, and when I opened for business 
not one person who asked for credit 
was turned away. I believed that be- 
cause I was so liberal they would give 
me all of their trade and pay me just 
as soon as they could get the money. | 
thought that the more feed I sold the 
better business I was doing. 

Thinks Cash Basis Is Bunk 

It gave me a headache to look at the 
books. Their backs were breaking from 
bad accounts. The farmers were darned 
good customers as long as they got their 
feeds for nothing. When I asked some 
of them to pay up, they gave me the 
air and started to buy from my com- 
petitor who was selling on a cash basis. 

Cash basis? Well, sir, I read a lot 
about it in The Feed Bag and I heard 
fellows tell of how well the plan 
worked. But I gave all of this the “hee 
haw”. I never liked those new fangled 
ideas anyway. 

Scorns Dealers’ Association 

One morning shortly after I started 
in business a dealer from my neighbor- 
ing town came to visit me. He looked 
around the mill and said he was always 
glad to get around to see other fellows 
in the same business because it gave 
him new ideas on how to run his own. 
He finally got to talking about the as- 
sociation to which he belonged. 

“You ought to join, too,” he said. “It 
has done wonders for me and it'll do 
the same for you. We're just putting 
on a membership drive and I have 
signed up to get five new dealers.” 

I almost threw him out of the office. 
In fact I did tell him to get the h—— 


out. I didn’t need anybody else to run 
my business. Imagine anyone asking 
me for 10 bucks just for the privilege 
of being called a member of the order 
of high falutin’ feed dealers. 

A few days later a big carload of 
feed was shipped into town to one of 
my former customers. About 20 trucks 
from different farms came to the car 
to take loads of feed away. I investi- 
gated and found out that one farmer 
had taken orders from his neighbors 
and together they made up a carload. 
It made me boil over. Here I was es- 
tablished in business and in a position 
to get anything they wanted and they 
went out and bought on their own hook. 
Then I thought of the association. But 
I gave up that idea, thinking, “Oh, what 
the heck could it do, anyway.” 

Short on Service to Feeders 

One of my best customers came in 
one day and told me that the feed he 
bought from me had killed all his little 
chicks. Can you imagine anyone slurr- 
ing the good name of a high quality 
feed like that? I warmed up under the 
collar and told him a thing or two. He 
left and never came back. The heck 
with these narrow minded birds, I 
thought. Other dealers might have gone 
out to the farm and begged on their 
bended knee. But not I. sd 

While I was still steamin’ about this 
affair, one of the big shots from the 
company where I bought my _ feeds 
drove up in his fancy automobile. 

“I’m at your service,” he said. “I’ve 
come to stay a week to go out with 
you into your territory and help you 
put across our new brand of feed. When 
will you be ready to start?” 

Well, sir, before I finished talking to 
that boy he looked like he’d been out 
in the rain for three days. I just told 
him point blank that I was runnin’ this 
business and that all he had to do was 
to stay in his office and run his own. 
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Besides, those farmers out there couldn't 
be told anything. They had set ideas 
and you couldn’t change ’em. The big 
boy left lookin’ kind of disappointed but 
I guess he learned that I was the boss 
of my own kingdom. 

It seemed as if it never rained but 
poured. Just about an hour after the 
feed company’s man left, a young fel- 
low from the home paper came into the 
office and told me I ought to advertise. 
I was too angry to speak and while I 
was getting my breath to tell him what 
I thought he laid out pictures and copy 
and everything for a campaign to last 
for three months. Such _ nonsense! 
Here I'd been in business for a couple 
o’ years and this young fellow trying 
to tell me I ought to advertise and let 
the farmers know I was in town. Well, 
most of ’°em owed me money and they 
sure should have known that I was 
still going by the statements I sent out. 
The lad left with a long face. No, sir, 
you couldn’t talk advertising to me. 

Starts Price Cutting 

The danged car door buying kept get- 
ting worse. Two more carloads came 
for this farmer agent and later he had 
three on track and was doing a good 
business. The prices were way below 
mine but I decided to fix that. I 
dropped my prices below the car door 
fellow’s and put a big sign in the win- 
dow. You should have seen the trade 
flock into the place. It made me smile 
to watch the fellow across the track sit- 
ting there empty handed. 

Well, sir. I kept this up for a couple 
of weeks. My money kept dwindling 
away and my business was going into 
the red. But I was too proud to give 
in. 

Creditors Own Business 

Now I’m licked! My creditors own 
the business which I so proudly started 
four years ago. A “For Sale” sign is 
in the window where the cut price card 
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once hung. It’s all over, but I’m going 
to look for a job. Some day I hope 
to go back into the feed business. But 
I’m going to run it in a different way. 
I’ve learned my lesson. 

May this confession help other dealers 
to avoid the same mistakes that I made. 
May it help them if they are in the 
same rut, to get out of it and save them- 
selves before it is too late. 


GOLDBERG SEED & FEED CO., 
Moorhead, Minn., has purchased the 
building formerly occupied by the Super 
Oil Co. and has converted it into a feed 
mill. 


U. S. FEED DISTRIBUTORS 


Members of the United States Feed 
Distributors association will meet at the 
Hotel Pere Marquette, Peoria, MIIl., 
Wednesday, October 16, to hear the de- 
cision of the Grain Dealers National 
association on the consolidation of the 
two organizations. The question of 
uniting which has been under considera- 
tion for several months, is expected to 
be definitely decided by the feed and 
grain men. Name of the Grain Dealers 
National association will be changed to 
include “feed’’ if a consolidation is ef- 
fected. M. C. Burns, president of the 
feed distributors, requests all members 
to be present at the meeting. 


HOG FEED 


ASK FOR DETAILS OF OUR PLAN 


| “Money in Every Sack” 
i Profits Will Prove It 


: BLUE RIBBON SWEET DAIRY 
FEEDS 
ii 16144% AND 24% PROTEIN 


1) 


Feed Men Invited to Parley 
Of Control Officials 


EMBERS of the feed industry 
M are cordially invited to attend 

the meeting ,of the Association 
of Feed Control Officials of North 
America, which will be held October 31 
an:] November 1}: at the Raleigh hotel, 
Washington, D. C. 

L. E. Bopst, College Park, Md., sec- 
retary of the organization, announces 
that the attendance of feed men is great- 
ly desired for mutual discussions on 
general problems. 

The opening session on the morning 
of October 31 will be occupied by a 
meeting of the feed control officials’ ex- 
ecutive committee. In the afternoon 
roll will be called by states beginning 
at 2 p. m., and following a report by 
the secretary, G. S. Fraps, College Sta- 
tion, Texas, president of the associa- 
tion, will give his annual address. D. 
W. McMillen, Fort Wayne, Ind., presi- 
dent of the American Feed Manufactur- 
ers association, will then speak. “Some 
Problems Involved in the Grading of 
Alfalfa Meal” will be discussed by W. 
H. Hosterman, assistant marketing 
specialist, Bureau of Agricultural Eco- 
nomics, Washington, D. C. In the 


Are you looking for a method of 
merchandising which helps to sell 
everything you carry in stock ? 


POULTRY FEED 


 ABLUE 


Sweet 
| DAIRY FEED. 
BROOKS MILLING CO. 


evening the American Feed Manufac- 
turers association will be host at a 
theater party which is scheduled to be- 
gin at 8:30 p. m. 

Technical questions will be discussed 
by the feed control officials during the 
morning session on the following day. 
Because of the large number of sub- 
jects to be discussed, the time allotted 
to each one will be limited to 15 min- 
utes. 

Committee reports, discussion of new 
and unfinished business and the election 
of officers will occupy the concluding 
session. A large delegation of feed men 
is expected to attend the meeting. 


START PRODUCE DEPARTMENT 

Square Deal Feed Stores, Milwaukee, 
are opening up a produce department at 
their three stores in North Milwaukec, 
West Allis and Saukville, Wis., under 
the supervision of Joe Free, who for- 
merly operated a retail feed store at Co- 
lumbus, Wis. The idea is to develop 


a specialty market on poultry and eggs 
thereby helping the firm’s feed custom- 
ers to obtain a little higher price for 
their products. 


MINNEAPOLIS, MINN. 


ANGREDIENTS 
CORN GLUTEN FEED. WHEAT BRAN. SOY 
(BEAN MEALOLD PROCESS LINSEED On 
MEAL, PRIME 43% COTTON SEED MEAL, 
PULVERIZED AND “BOLTED FLAX AND 
GRAIN SCREENINGS. MINERALS (CALCIUM 
CARBONATE. BONE MEAL, SALT) AND 


BROOKS MILLING CO. : 


MINNEAPOLIS, MINNESOTA 
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Missouri Dealers Operate Own Farm 
To Get Feeding Facts 


Hirter Bros. Build Country Store to Sell Commercial Feeds 
Also Maintain Grinding Service for Convenience of Feeders 


F Hirter Bros., Hermand and Fritz. 
I had not obtained good results feed- 

ing a commercial dairy feed to their 
herd of milk producing Holstein cows 
on the farm, it is not likely that they 
would ever have conceived the idea of 
a feed store to run in connection with 
their farming and dairying. But as it 
is, Hirter Bros. are in the feed business 
with a store on the main highway that 
passes their farm, located just outside 
the St. Joseph, Mo., city limits. They 
distribute commercial feeds and feed in- 
gredients over a wide farm area, and 
do a fine business in custom grinding. 
The bulk of their handling will run 
from a carload to a carload and a half 
daily. 

One Floor and Basement 

When Hirter Bros. built their store 
they thought they were making it 
about twice as large as was actually 
necessary. But now the store is crowd- 
ed to its capacity and its owners wish 
they had built even larger. The feed 
stocks and the office, with a mouse 
proof flour bin suspended from the raf- 
ters, are on the main floor. The mill 
and “drive in” for trucks so that they 
can be loaded from the feed mill floor 
is located in the basement. 

But it is not necessary to drive into 
the basement for the grinding jobs. If 
the customer desires to load at the 
ground level, he may do so for his 
grist can be caught on the main floor 
as it descends aiter passing through the 
dust collector on top of the building. 
Ready ground and mixed feeds are 
loaded at the front door which is a ver- 
itable motor truck dockage point. 


Use Feed They Sell 

Hirter Bros. feed their fine herd of 
milk cows the same brand of feed that 
they sell to other farmers for many 
miles away. It forms an equal part of 
the grain ration along with bran and 
ground corn. And because their own 
experience proves that such a balanced 
ration pays, Hirter Bros. can easily con- 
vince other farmers of the value of their 
feeds. 

The system for country delivery is 
through the motor truck service for live 
stock shippers that passes along the 
highway to and from the St. Joseph 
Union stockyards. All feeds are quoted 
at regular store prices and the price 
lists are posted daily so that all visitors 
at the store can see them. The delivery, 


GRINDING | 


| AY 


Roadside Feed Store of Hirter Bros., Near St. Joseph, Mo. 


then, is not a matter for the feed store 
owners to cope with but a deal wherein 
only the motor truck men and the cus- 
tomers in the country are concerned. 
And every day the live stock haulers 
are backing their vehicles up to the 
loading platform and taking back with 
them the feeds that the farmers have 
ordered. 
Get Stock by Truck 

Neither do Hirter Bros. have to wor- 
ry about incoming shipments of the pro- 
ducts they handle, for warehouses of 
the feed manufacturers pass the orders 
out to the feed store on the edge of 
the city by motor truck deliveries main- 
tained for the purpose. Let the stock 
of the regular commercial dairy feed be- 
gin to run low, let us say, and a tele- 
phone message to the warehouse is all 
that is needed to pave a quick way for 
replenishment. 

The outside limits of a city is a good 
place for a farmer feed store to be lo- 
cated, especially if it is where one of 
the main highway comes in, says Her- 
man Hirter, for a vast amount of coun- 
try traffic is finally converged at the 
feed store point, which means plenty of 
farm contact. And live stock haulers 
can leave the farm orders on their way 
in and stop for them on the way out. 
In regard to the custom grinding, farm- 
ers driving their own cars like the idea 
of the convenience that enables them to 
leave grain for grinding as they enter 
the city. Then they can pick it up on 
their way home without having lost any. 
time negotiating city traffic seeking a 
mill in the congested part of the city. 

Ample Space for Parking 

Hirter Bros. store is set just far 
enough back from the highway to allow 
for plenty of room between the stpre 
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and the road for parking or loading. 
There can be such a thing as a front- 
age too near the arterial stretch over 
which the traffic rushes. Farther back, 
say 40 rods, are the farm buildings, in- 
cluding the dairy barn where the Hol- 
stein herd is sheltered and fed. Hirter 
Bros. work 100 acres of farm land and 
some of the help in the feed store 


_doubles in salesmanship of feeds and in 


milking. The store is open 12 hours a 
day. The picture reproduced herewith 
shows the attractiveness of the build- 
ing with its signs that talk to the pas- 
sersby. 


JOHNSON & DELONG, feed deal- 
ers at Avalon, Wis., purchased the C. 
W. Irish feed mill, Clinton, Wis., last 
June, and have rebuilt the property into 
a 20,000 bushel capacity storage elevator 
with modern grinding and mixing ma- 
chinery. The firm has been in the feed 
and miiling business since 1886, when 
John B. Johnson started a mill in Da- 
rien, Wis. In 1889 the firm was reor- 
ganized and in 1914 William DeLong, 


Sr., and Jesse E. DeLong acquired an 
interest in the business. The Darien 
elevator was sold to A. A. Huber & 


Son and in 1922 the firm purchased the 
Avalon elevator. William DeLong, Jr., 
has been appointed manager of the Clin- 
ton elevator. 


MAY DISCONTINUE RAILROAD 

Feed dealers in two Wisconsin towns 
will be without train service when the 
railroad commission grants permission 
to the Mineral Point & Northern rail- 
road to tear up its tracks. The two 
towns which will be handicapped by 
the movement are Highland and Lin- 
den. 
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BUY QUAKER_ FEEDS 


for the Dealer 


... headline really sums up the reasons why 


the Quaker line should be investigated by every good 
feed dealer. Quaker does a good job of feed making; 
Quaker does a good job of advertising; Quaker does a 
good job of helping Quaker dealers keep their old busi- 
nessand developnew customers. Quaker Feedsare proved 
by extensive research and kept abreast of every practi- 
cable development in the business. And don’t forget 
Quaker flours—shipped in the same car. Assorted cars of 


Quaker Feeds and Flour mean smaller stocks and 


quicker turnover. Write today, a postal card will do. 


THE QUAKER OATS COMPANY, Chicago, U. S. A. 
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Doing Good Job 
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GRAIN MEN MEET Grain men are people who go places 
OCTOBER 14-16 and do things in a commendable 

way. And judging from past ac- 
complishments and the attendance at annual meetings it 
takes no prophet to predict that the 1929 convention to be 
held at Peoria, Ill., October 14, 15 and 16 will go down on 
the records as the biggest and best ever held. 

It is especially gratifying to note that feeds have been 
allotted an important place on the program. The trend of 
modern grain elevators is toward the handling of feeds in 
addition to their regular business and the officers of the as- 
sociation are wise in allowing the new field a niche in the 
convention affairs. 

No effort has been spared to make the program a treat 
for the national grain dealers. Good’ speakers will unfold a 
vast fund of information for the benefit of those who attend. 
Business conditions pertinent to the welfare of every indi- 
vidual grain man will be discussed. There will be much to 
gain from a practical standpoint. 

Playtime, too, has been provided. Numerous social fea- 
tures, climaxed by the president's ball, are scheduled for the 
pleasure of the grain men and their wives. 

Peoria itself will add to the pleasure of its guests. It 
is a hospitable city, with no keys but those possessed by its 
visitors. The surroundings will be ideal, the program ex- 
cellent, and entertainment plentiful. Everybody is going. 
And the man who doesn’t will probably be found at home, 
sad and sorry, singing the strains of that popular song: 

“T wish I were in Peoria, Peoria today.” 


DISTRICT CLUBS Three district dealers meetings were 
PROMOTE TRADE sponsored during the past month by 

the Central Retail Feed association. 
More will be held. Splendid work! 

The Central Retail Feed association and the dealers who 
attended the meetings are performing a good service. Group 
meetings create a better understanding among dealers. Lo- 
cal problems can be threshed out. Dealers may talk in round 
table fashion, exchange ideas and give their views. Every- 
one has an opportunity to participate in the discussions and 
to present the problems he encounters in his business. The 
bond of brotherhood, beginning with the home organization 
strengthens the parent association and the industry in gen- 
eral. 

Every community will benefit by organizing a district 
dealers’ club. The Central Retail Feed association is ready 
and willing to assist in the work and kelp to plan the pro- 
grams. Every new district dealers’ club is a milestone of 
progress in the feed business and a stepping sione to better 
trade conditions and more profits. 


PERSONAL SERVICE 
IS VALUABLE ASSET the chain store enjoys a superior 
purchasing power has been sadly 
overworked. The independent merchant has plenty of op- 
portunity to counterbalance this point through the kind of 
individual service he is privileged to render to each customer. 
And I believe that no one recognizes this fact better than 
we who are ‘in the know’ of chain store merchandising.” 
Coming from Earl C. Sams, president of the J. C. Pen- 
ney Co., one of the largest chain store systems in the world, 
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of the United States department of agriculture. 


“The threadbare argument that 


this comment should give every independent feed dealer an 
optimistic viewpoint on the future. The chief executive of a 
vast chain himself recognizes the advantages of individual 
service. He admits without hesitation that the independent 
merchant has that quality which a standardized system can 
never possess—individuality. 

The wise feed dealer of the future will make the most 
of his advantage of being able to render individual service. It 
will assure him of permanence in the retailing field of the 
feed industry. 

Elsewhere in this issue of The Feed Bag is an article 
describing the success of Nolte & Havemann, Oshkosh, Wis. 
feed dealers, who have gained an enviable reputation and 
made remarkable progress by exercising their opportunity to 
render individual service. Their achievement is additional 
proof that the dealer who wields the power of his personality 
and goes the second mile for his customers becomes an es- 
tablished figure in the community and has no need to lose 
one wink of sleep worrying about outside competition. 


FARMER’S DOLLAR Farmers will have just as much 
BIG AS LAST YEAR buying power as usual during the 

next year, according to statistics 
Many deal- 
ers were concerned because of pessimistic reports made to 
the trade and this assurance from national headquarters 
should be good news. 

The United States department of agriculture reports an 
aggregate reduction of all principal farm products of only 
five per cent. Prices commanded by this output, however, 
are five per cent higher than last year. The farmer will 
therefore experience tio marked change in his general in- 
come and his buying power will be on a par with that of 
last season. 

Dealers should concentrate their efforts now in obtaining 
business and signing up orders for the winter feeding sea- 
son. It is far better to have a good sales volume accumu- 
lated while it is possible to make calls without inconvenience 
than to depend on obtaining business bit by bit in the midst 
of the season when road conditions are bad and snow often 
makes soliciting impossible. 

With the assurance of stable buying power among the 
farmers the dealer should be more eager than ever to get 
out, sign them up and exceed last year’s record in sales and 
profits. 


HOW TO MAKE The Feed Bag, in conformity with its 
MORE PROFIT policy, presents in this issue a numerous 

variety of merchandising ideas tried and 
tested with success by other dealers in various sections of 
the country. 

Read them and put them into practice. -\s they have 
performed for others engaged in the feed business they will 
bring more business and bigger profits to you. The Feed 
Bag, in addition to furnishing you with the latest news of 
the trade and scientific facts of the industry, wants you to 
prosper. 

The merchandising ideas compiled in this issue are for 
you without restriction or copyright. Apply them to your 
business at the first opportunity. You will be surprised how 
easily extra dollars can be made to roll your way. 
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2257 lbs. of OATS through 1-16 screen 
| Using only 1.56 K. W. per 100 lbs. 


A “MIRACLE ACE” HAMMER MILL 


This many pounds of oats were ground in 
| hour on a No. 3, Super MIRACLE ACE 
HAMMER MILL using only 50 h.p. 


Cur No. 5, Super MIRACLE ACE direct 
connected to a 75 h.p. motor will do 50% 
more than the No. 3, Super. 


No other hammer mill, at any time or 
any place, ever approached these figures, 
nor can they approach them with their 
present design. 


The MIRACLE ACE HAMMER MILL 


has in every test always outground every 


other hammer mill, we will put a MIRACLE ACE in competition with any hammer 


mill. 


The “MIRACLE MOLASSES PROCESS” 


Is revolutionizing the manufacture of sweet feed. This new patented process, pro- 
tected under the Agee patents, the only successful way of handling cold molasses, 


stands all alone, there is nothing like it. 


The MIRACLE MOLASSES PROCESS 
makes sweet feeds much cheaper and 
makes them of better quality than they 
can be made in any other way. 


It is in operation in every feed mill state 
of the union and is making more money 
for its users than they ever made before. 


Let us send one of our demonstrating 
trucks to your place and show you how 
easily we can put molasses in your own 
feeds with this wonderful process. 


Our booklet the ‘MIRACLE ACE HAMMER MILL”’ describes this mill, and our ‘‘MIRA- 
CLE SWEET FEED PROCESS” booklet tells you all about the Molasses Process, either | 


or both will be sent you on request. 


THE ANGLO AMERICAN MILL COMPANY 


THE WORLD’S LARGEST BUILDERS OF GRAIN GRINDING MACHINERY 


270-300 KENNADAY AVE. 


OWENSBORO, KY. 


| 
| 
| 
| 
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Watch Costs, Promote Good Herds 


Mutual Millers Are Told 


Quick Turnover, Low Profit Plan Doesn’t Work for Dealers 
Cow’s Ability to Produce Determines Expense of Feeding 


Prof. R. H. Olmstead 


: COW may be a cow and a sack 
A of feed may be a sack of feed 
but when that sack of feed is 
inside the cow the story may change. 
It is this story that the retailer must 
have clearly in mind. In other words 
a sack of feed sold to one dairyman 
may not make him as much money 
as the same sack of feed may make for 
another dairyman and, at the same time, 
the feed from that sack fed to one cow 
in a dairyman’s herd may not make as 
much money as that same feed fed to 
another cow standing in the same row. 
It all goes back to the cow. A cow is 
a dealer paying her owne: a price for 
the feed she eats. If she has the ability 
to produce milk she is a good dealer 
paying a real price to her owner for 
the crops grown on the place and mak- 
ing a real profit on purchased feeds. 
The following table shows the average 
prices cows will pay for feeds, depend- 
ing on the amount of butterfat they 
produce annually. 


150 Lbs. 200 Lbs. 300 Lbs. 


Fat Fat Fat 
Pasture (month)$ .92 $2.10 $ 3.27 
Silage (ton)......... 2.22 §.26 8.76 
Hay. (on)............ 8.32 20.34 33.10 
Grain (ton)......... 21.70 48.94 92.42 


These figure are averages and will 
change, depending on the market for 
milk. They do show, however, where 
good cows pay a real price and poor 
cows are really kept at a loss. The av- 
erage Pennsylvania cow produces 180 
Ibs. of butterfat per year. The average 
cow in the testing associations of the 
state produces 302 Ibs., average in the 
best association, 363 Ibs., and average 
in the best herd, 526 Ibs. 


Too often feed is considered solely 
from the cost per 100 Ibs. It is the feed 
cost per 100 Ibs. of milk that really 
counts and this again goes back to the 
ability of the cow as the following table 
shows: 

Feed cost per 


Milk per year cwt. milk 
1.60 
1.42 
1.34 
1.13 


These figures were obtained from 


about 350 farms in Chester county, Pa. 
Let us consider $2.25 per 100 Ibs. as 
the average price farmers receive for 
milk. Figuring $2.25—$1.73==$.5240 
we would get $20.80 as the average net 
return above feed cost on cows produc- 
ing 4,000 Ibs. of milk per year. Simi- 
larly, $2.25—$1.13=$1.12%90 or a re- 
turn above feed cost of $100.80 on cows 
producing 9,000 Ibs. The difference in 
profit between good and poor cows is 
then $80.00 per cow per year. 


From the figures which show that a 
good cow is a real market and that she 
produces her milk the cheapest it would 
seem that the retail feed dealer has a 
big field for educational work with the 
dairyman in his community. In other 
words, if a man can make more money 
he will be more enthusiastic about the 
grain he is feeding while a man with 
poor cows will often criticize the feed 
as the reason for poor results. 

The cow testing associations and bull 
associations are doing a_ tremendous 
work in putting dairying on a higher 
level. The retail dealer can learn the 
details of these organizations from the 
county agent in his county and then as- 
sist in promoting them with the county 
agent. 

Water and legume hays should also 
be talked up among the dairymen. Many 
times criticisms are made about certain 
feeds when conditions on the farm are 
such that best results cannot be ob- 
tained from the feeds purchased. There 
is no question but what a dairyman 
with good alfalfa or clover hay and 
drinking cups in his barn will get a 
greater return from purchased feeds 
than where timothy hay is fed and cows 
must get their water from a stream or 
a trough that freezes over in the winter. 


C. S. MORRIS CO. feed mill, Berlin, 
Wis., was damaged by fire on Septem- 
ber 10. The estimated loss of $2,000 was 
covered by insurance. The fire was be- 
lieved to have been caused by the pres- 
ence of a foreign element in a quantity 
of feed which was being ground. 


L. O. L. MANUFACTURING CO., 
Watertown, Wis., who recently purch- 
ased the property of the Watertown 
Grain Co., has remodeled the plant and 
is now manufacturing a iine of dairy 
and chick feeds. 
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By David K. Steenbergh 


O feed dealer can build a stable 
N and profitable business on the 
quick turnover, low profit idea. 
Present methods and margins are low 
enough. The credit problem, large 
stocks which run into money and 
widely fluctuating markets make the 
quick turnover proposition practically 
impossible in the feed business. 
Cost of Price Cutting 


Most dealers, too, usually attempt to 
get turnover by cutting prices and price 
cutting is also impossible in the feed 
business. There are few, if any, feed 
dealers who get a 15 per cent or better 
average mark-up or profit margin For 
purposes of comparison, however, let us 
suppose a feed dealer can get 15 per 
cent or sell $85 worth of merchandise 
for $100 including a gross profit of $15. 

This feed dealer wants bigger turn- 
over, so he cuts his price 5 per cent. 
His merchandise cost is still $85 but his 
selling price is now $95 and his profit is 
only $10 or one-third less than it was 
before he cut his price. To make the 
same amount of money, then, he must 
sell 50 per cent more merchandise, 
bringing in $142.50 at the cut price, in 
order to gross $15. 

Slashing Prices 10 Per Cent 

If this dealer cuts his price 10 per 
cent, he will then sell the same $85 
worth of merchandise for $90 and make 
a gross profit of only $5.00. In order 
to make his old gross profit of $15 he 
must sell 300 per cent as much merchan- 
dise and take in a total of $225 at the 
cut price. You know how hard it is to 
increase business 300 or even 50 per 
cent and can see how impossible it 
would be to conduct a feed business on 
a cut price basis. 

Now what does it cost to do business 
and what kind of a mark-up should you 
have? This is a hard question to answer 
but generally speaking we would say 
that if you operate a credit business, 
are a fair collector, turn over your stock 
four or five times per year, have an in- 
ventory equal to your book account and 
a book account not exceeding the total 
of one month’s business, your cost of 
doing business will be between 9 and 
10 per cent of your total sales. If you 
are a better than average good collector, 
your cost of doing business may ,range 
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from 8 to 9 per cent and if you are 
operating on a cash basis, your cost may 
be from 6 to 7 per cent. 
Speculative Profit Necessary 
Assume that 9 per cent is about right 
for the average and you want to make 
a net profit of 3 per cent (that’s about 
all the average feed dealer can hope for) 
your gross return on sales must be 12 
per cent which should give you any- 
where from 6 to 30 per cent on your in- 
vestment. Many investments in the re- 
tail feed business, it must be remem- 
bered, are much larger than they should 
be. 
To get 12 per cent gross, you must 
(Continued on Page Forty-three) 


It’s going to be a long, hard winter 
—judging by the furs women want to 
buy. 

Ok 
AN EARLY START 

Mother: “I want to speak to you 
about Junior. He doesn’t like to work 
and gets that Jones boy to do every- 


same day it is received. 


handle. 
No waste—or breakage. 


REGISTERED 


valuable service for 


Reef Brand, Dealers 


Every order for Reef Brand is ‘“‘rush.’” Direct Western 
Union Wire in the New Orleans office insures no possi- 
ble delay. Your order is sent speedinz on its way the 
Reef Brand dealers are en- 
thusiastic about this service. 
Shipped in new, machine sewn burlap bags. 


Write for information. 


Gulf Crushing Co. Inc. 


New Orleans, U. S. A. 


eef Bra 


IN U.S. PATENT OFFICE 


PURE CRUSHED OYSTER SHELL 
FOR POULTRY 


Reef Brand is easy to 
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thing for him. We don’t want to have 
him grow up and be a lazy, good-for- 
nothing son.” 
Feed Dealer: “Why, mother! 
make a good manager.” 
OUR MACHINE AGE 
Farmer: “Yes, this is the newest type 
milking machine.” 
City Lady: “But do these machines. 
make as good milk as cows?” 
OUTSIDE HIS TASTE 
Feed Dealer: “Are you a good judge 
of fhorseflesh?” 
Customer: “Well, sir, I never tasted 
any.” 


He'll 


* * * 


GAMBLING AGAIN 

Mrs. Kernel Oats: “Where has your 
grain bin? He’s all shelled out?” 

Mrs. Kernel Corn: “To the mill race.” 

* ok 
CORNHAY WEAKLY NEWS 

Ira Hicks plans on copping the first 
prize in the National Liars’ contest. 
He’s so good at the game that even 
the pigs won’t stir when he calls ’em 
at feeding time. 

Lem Jones, local feed dealer, has pur- 
chased a new elevator. The spinsters 
of the town were all disappointed when 
they found out it wasn’t one they could 
go up and down on. 

In order to preserve law and order 
in Cornhay, Constable Bunks has or- 
dered all of the sidewalks to be taken 
in at 8 o’clock sharp on Halloween 
night. 

* Ok Ok 

When a boy is 20 years old his am- 
bition is to conquer the world and at 
40 it is some way to get the car paid 
for. 

SPECIALIZED LABOR 

The electric motor operating a grind- 
er in a feed store went dead. The deal- 
er called in an expert electrician who 
tapped the motor several times with a 
hammer and away it went like new. 
Several days later the dealer received 
a bill for $50. He demanded an item- 
ized statement, and received the follow- 


ing. 
Tapping with a hammet.............. $ 1.00 
Knowing where to tap... 49.00 


& 

Horses were once frightened when 
they saw an automobile; now they go 
into a panic if they see another horse. 


: \ Carefully Sifted for Feed Dealer Consumption L 
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Corner of Feed Warehouse 


The Lincoln 
main highway with a spacious loading 
platform and ample trackage facilities. 


Mill is well located on a 


Flour and Feed Storage 


Wins Business by Spreading Gospel 
Of Profitable Feeding | 


Paul Gebert, Lincoln Mill, Merrill, Wis., Tells "Em and Sells ’Em 
Launches Cooperative Cash Basis Movement With Fellow Dealers 


By G. L. Stutz 


Member Editorial Staff, The Feed Bag 


HE doors of the Lincoln mill, 
Merrill, Wis., were closed one 
afternoon late in August, and a 
large sign near the main entrance in- 
formed all comers that the proprietor 
and employees were at the Lincoln 
county fair. The sign read: “We are 
helping the fair association and _ the 
farmers of this vicinity by a 100% at- 
tendance at the Lincoln County Fair. 
Why don’t you go, too? This place will 
be closed for the two big afternoons 
of the fair.” 
Talks Feeds and Feeding 

We started a search of the fair 
grounds for Paul Gebert, Jr., the pro- 
prietor of this well-known Northern 
Wisconsin feed mill. He wasn't near 
the concessions, he wasn’t watching 
the exhibitions from the grandstand, and 
he wasn’t near the machinery or indus- 
trial exhibits. As a last resource, we 
entered the agricultural exhibits build- 
ing and stock pavilion. There we found 
him, looking over the cattle exhibits, 
discussing feeding problems with farm- 
ers and boys and girls, calf club mem- 
bers, and calling each one of those that 
he spoke to by their first names. After 
making the rounds of the pavilion with 
him, we finally made a later appoint- 
ment to get the material for this ar- 
ticle. 

During our conversation in regard to 
methods of merchandising feed in Lin- 
coln county, Mr. Gebert was called to 
the telephone several times to give some 
customer the prices on feeds for the 
day. One remark that Mr. Gebert made 
between interruptions, struck us forc- 


It was: “I never feel more at 
home or more natural than when talk- 
ing over some feeding question with the 
farmer as, once his confidence is gained 
by fair and square dealing, he is a firm, 
warm friend, open to any ‘suggestion as 
to better feeding practices which are to 
his own good. 
Timber Is Cash Crop 

“We've got to hustle for business up 
here in the backwoods of Wisconsin as 
farms are not so highly developed as 
they are in the southern part of the 
state. When lumber and logs are high, 
and the snow deep enough to snake 
out logs to the siding cheaply, a great 
many of the farmers forget their cows, 
sharpen their axes and spend most of 
their days cutting down trees. They 
have to do it. Dairying has not been 
highly developed and there has not been 
enough pasture land. It costs a lot of 
money for these farmers to get started. 
The land must be cleared before the far- 
mer can buy any cattle. Good roads, 
however, are helping the farmer some 
up here. And some of the money they 
receive from their logs goes into feed 
for their cattle. 

“Naturally, because the farms in this 
part of the state are just being devel- 
oped, we have to watch our stocks 
closely. Our customers buy their feeds 
as they need them. We make our pro- 
fit by studying their needs and carrying 
enough feeds to take care of them. We 
handle quality feeds and our farmers are 
satisfied with the results they are ob- 
taining from them. We do not shop 
all over the markets for our feeds, as 


ibly. 
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we feel that concentration of buying 
is one of the big factors of a successful 
feed business. It is also a help in main- 
taining uniformly good quality. 
Follows Markets Closely 

“We endeavor to follow the markets 
closely both on advances and on de- 
clines. This practice, in the day of the 
radio, is absolutely necessary -and our 
policy of selling direct to the farmer 
with a living profit, for quality mater- 
ials and feeds, meets with the farmer’s 
approval. 

“There are no such things as cut- 
throat prices in our community. I feel 
the other dealers in our town are hon- 
est people endeavoring to serve their 
customers’ needs on the same basis that 
we are. Recognizing the fact that after 
all no one dealer can get it all, we have 
become convinced that honest, keen 
competition is not necessarily cut 
throat competition.” 

Charges for All Deliveries 

The Lincoln mill has a delivery sys- 
tem, and operates a Reo 3-ton truck and 
a Chevrolet 1-ton truck to deliver feed 
to the farmer. 

A zoning system has been provised, 
and the territory thoroughly covered by 
the drivers who incidentally bring in a 
good many orders, as these drivers are 
interested in their work and in the suc- 
cess of the business. Regular charges 
are made in each zone and no. excep- 
tions of any kind are made in the haul- 
ing charge. 

When asked about his sales, and the 
number of them which had to be 
charged off as bad accounts, Mr. Gebert 
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Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Millfeeds 


Oil ana Cotton 
Seed Meals 


either straight 
or mixed 


cars 

Large warehouse facili- 
ties and complete 
stocks insure prompt 

shipment. 


Grain 


We offer: 


Oats, 
Corn, 
Rye, 
Barley 
and Chicken Wheat 


Write, wire or phone 
ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 


aM 


agnd 


picked up the local paper and showed us 
the half page advertisement in which the 
Lincoln Mill, the Merrill Elevator Co., 
and the Merrill Flour & Feed Store an- 
nounced that they were going on a cash 
basis September 3. 
On Strictly Cash Basis 

“Only a very small percentage of our 
sales has had to be charged off as bad 
debts, Mr. Gebert explained, but our in- 
tention is that no accounts will ever 
have to be charged off that way from 
now on. Our business will be strictly 
cash, with no exceptions. We really 
have been on a cash basis for years, 
with exceptions, but we will now be 100 
per cent cash.” 

The advertisement read as follows: 


the mill. 


Hammer Mill No. 3. 
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Send me free information on 
the new and improved Rowell 


“Mr. Farmer: 

“Important announcement by the Lin- 
coln Mill, the Merrill Elevator, and the 
Merrill Flour & Feed Store. 

Credit Means Losses 

“On and after Sept. 3rd, 1929, we will 
do business on a strictly Cash Basis. 
We do this to save you and ourselves 
money. Merrill has the reputation of 
selling feeds cheaper than neighboring 
towns. We want to keep up this repu- 
tation. We cannot sell cheaper, if we 
do a credit business. Because a credit 
business means losses from bad ac- 
counts, a credit business means extra 
bookkeeping expense and interest on 
borrowed money, which will have to be 

(Continued on Page Twenty-eight) 


Rewell Hammer Mill 
No. 3 with direct con- 
nected electric motor. 


More Profit with the New and 
Improved Rowell Hammer Mill! 


A money-maker for the Custom Miller for TEN good reasons: 


1. Reasonable in first cost. 

2. Requires !ess attention. 

3. Is not dulled because of friction by running empty. 

4. Foreign material in the feed will not ordinarily injure 


5. There is a greater range of fineness. 

6. Replacements are fewer. 

7. Wear does not impair its efficiency. 

8. It produces a satisfactory product without heating or 
discoloring the grain. 

9. Blower on Main shaft eliminates Belt and Bearing 
trouble found on other mills. 

10. Farmers are demanding Hammer Mill Grinding. 


Capacity 90 to 175 bushels per hour with 1% inch screen. 
Equipment most complete, including one or two-spout 
bagger. Cuts the labor cost in two. 
folder on how to ‘‘Cash in on the Daily Grind’. 
what you want to know. Write today. 


THE |. B. ROWELL CO. 


1316 Lincoln Ave. 
Waukesha, Wisconsin 


Write for interesting 
It tells 
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Dealer Sells Produce for Patrons 
Gets Their Feed Orders 


Marketing Service Attracts Many New Customers Into His Store 
Keeps Flock of Hens to Demonstrate Merits of Poultry Rations 


7 oe a substantial feed sale to 
poultry producers can be accom- 
plished with but a minimum of 
advertising expenditure has been proved 
by the experience of Harry R. Miller. 

This aggressive merchant operates a 
feed and seed store in San Jose, Calif. 
He believed that there were “inside” 
ways—little methcds, often overlooked, 
which could be used to advertising ad- 
vantage to put his name before pros- 
pective purchasers. 


Carefully Plans Program 


Big sales with small selling costs were 
his objective, but instead of plunging 
into a program half planned, he sat 
down and did some very careful figuring 
on ways and means of securing volume 
sales yet with but a minimum expendi- 
ture for advertising. The problem was 
how to reach this distinct group and 
how to sell to them with the least ex- 
pense. 


Mr. Miller figured that every poui- 
try producer sooner or later reads the 
classified section of the paper. Here 
was opportunity to reach this selected 


group with a very small cost. The poul-- 


try section contained only ads pertain- 
ing to the sale of baby chicks, pullets, 
rabbits, ducks, etc. It was therefore 
an open field—a real place to tell the 
feed message. He began by running 
two line ads mentioning his poultry 
feeds, ingredients or remedies. Some- 
times the classified would carry but one 
of his ads, other times there would be 
two or three. Each ad included his 
name, address and phone number. 

In order to get best results from it, 
it was found necessary to be very con- 
sistent and persistent with this adver- 
tising. That is, it had to run practi- 
cally every issue and it proved that 
best results were secured if the copy 
was changed often. No single ad with 
the exact wording ran for more than 
three issues. 


Helps Customers Market Products 


A careful study showed that some 
present customers were having more 
or less difficulty in marketing their pro- 
ducts in a satisfactory way. Mr. Miller 
sensed an opportunity here. He fig- 
ured if this were true of present cus- 
tomers there must be many who had 
never come to his store who were hav- 
ing similar troubles. “By helping pro- 
ducers to market their product he could 


win a permanent trade and he could 
induce many new people to come to 
the store. 

In a short time the store was lined 
up with a big buyer who agreed to 
handle eggs, live poultry, etc., on a per- 
centage allowance to the feed store. 
The stage was set. This service could 
be offered to the customer and _ pros- 
pective customer, yet the plan would 
involve no additional expense. 

This new service to customers was 
announced in separate ads in the classi- 
fied section of the paper. And produc- 
ers soon learned they could bring their 
products to Miller’s. It was a real con- 
venient feature for them, and it was a 
splendid method for contacting new cus- 
tomers. 

One of the very best features of this 
drawing card was that it actually 
brought producers to the store. They 
came to bring their products and this 
meant that purchases’ were 
made they took them in their own cars. 
There was no extra selling expense in 
delivery here so the method proved 
highly desirable for it helped keep sell- 
ing costs to a minimum. 

Stock Exterior Display 

In order to encourage more 


“drop 
in” trade and to attract general atten- 
tion particular care was given to dis- 
plays in front of the store. Each morn- 
ing a dozen or more sacks of feed are 
wheeled out and displayed. Signs were 
posted on the store front and changed 
frequently. 

All this cost but little and required 
but little time. But it proved to be 
splendid advertising for it definitely 
identifies the place as a feed store. It 
helps to fix location. Thousands of dol- 
dars are spent for billboard advertis- 
ing each year but Mr. Miller believes 
that in this display he has something 
better than a billboard. He has all the 
effect of that med!um cf advertising p‘us, 
for here is an actual display of merchan- 
dise with signs. Best of all, it is at this 
lecation that the merchandise is sold. 
Yet the cost of such advertising is noth- 
ing. 

But there are other methods used for 
building business. It was thought very 
essential to have an actual knowledge of 
poultry, informaticn which can come 
only through actually raising chickens. 
So busy though Miller may be, he has 
at his home a flock of about 500 chick- 
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ens. He experiments on these with dif- 
ferent types of feed and then when he 
says, “I’ve tried this on my own flock,” 
it rings true. When a customer knows 
that he is a man of experience, that he 
is talking from what he actually knows, 
it builds confidence. Mr. Miller does 
not try to force sales through this 
knowledge, but merely uses it in a quite 
unassuming way as occasion demands. 


HAERTEL CO., Minneapolis, has 
leased the elevator at Hudson, Wis., and 
has opened it for business. The firm 
operates a chain of feed stores in Min- 
nesota. 


ALWAYS-A-HEAD MILLS, INC., 
East St. Louis, Ill., called in its various 
field managers early in September for a 
sales conference. 


SQUARE DEAL FEED STORES. 
Milwaukee, has opened a new store at 
Germantown, Wis., and will operate it 
in connection with its stores at North 
Milwaukee, West Allis and Saukville. 


P. O. PETERSON, Wisconsin rep- 
resentative for the Pratt Food Co., Phil- 
adelphia, has moved his headquarters to 
1705 Regent street, Madison, Wis. He 
was formerly located at Burlington, Wis. 
In a letter to The Feed. Bag telling 
about the change, he writes, “Be sure 
to change my address on your records 
as I would not want to miss any copies 
of your magazine. I am very much in- 
terested in some cf your recent articles 
on feeds. Business is good.” 


HUMBOLDT, IA., MILLS SOLD 
Farmers Cooperative association 

Humboldt, Ia., recently purchased the 

Mudhenk Roller Mills in that city. 


VETERAN WEATHER VANE 

After telling which way the wind 
blew for 60 years a weather vane on 
the roof of the Oriental Milling Co., 
Manitowoc, Wis., is still in condition to 
continue its service. The device, which 
resembles a sailing vessel, was made by 
Jacob Roemer, a pioneer tinsmith of 
Manitowoc, for John Schuette, the 
owner of the mill. It was placed on 
the building immediately after its con- 
struction in 1869, and with the mill, has 
remained in continuous operation ever 
since. 
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Greater Turnover and Lower Cost of Handling 
Stock Purchased From a Single Source 


How simple the problem of inventory when a feed store stock is purchased from a single source. How much easier to 
keep a balanced stock. Less money tied up—greater turnover—more profit. 


That is precisely what the Gold Medal merchandising plan means to feed dealers. Not merely a full line, but a full 
line of quality products, every one of which is a leader in its class. Gold Medal “Farm-tested” feeds, Gold Medal “Kitchen- 
tested” flour and Gold Medal mill feeds 
—a line to cover practically every need— 
may be purchased in single, mixed car- 
loads at surprisingly reasonable prices. 


Gold Medal “Kitchen-tested” flour is the 
largest selling, most popular flour in the 
world. Gold Medal “Farm-tested” feeds 
enjoy a position of dominance in the 
prepared feed realm—and Gold Medal 
mill feeds are of a correspondingly high 
calibre—made possible only by great 
buying power, expert selection and un- 
limited storage space. 


With this unequalled combination, coupled 
to the advantage of minimum freight 
costs and reduced handling charges—and 
backed by the vast advertising program 
and merchandising experience of. the 
world’s largest milling company, it is only 
natural that Gold Medal full-line dealers 
lead in sales as well as profits. 


If you are in the feed business to make 
money, and you want to sell more feed 
at greater profit, write for particulars 
at once. 


WASHBURN CROSBY COMPANY 
Minneapolis Kansas City Buffalo 


©G. M Inc. “"FARM TESTED”’ Why Not Now? 
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Record Breaking 


Crowd 


Present 


At New Richmond 
Dealers’ Parley 


HE biggest district feed dealers’ 
meeting ever conducted under 
the auspices of the Central Re- 
tail Feed association was held at the 
Hotel Beebe, New Richmond, Wis., 
Thursday evening, September 26, with 
approximately 70 feed dealers in attend- 
ance. 

Local arrangements were in charge of 
E. H. Sather, New Richmond Roller 
Mills Co., New Richmond, Wis., who, 
following a good dinner, introduced 
David K. Steenbergh, managing editor 
of The Feed Bag and secretary of the 
association, as toastmaster for the bal- 
ance of the program. Before calling on 
Mr. Steenbergh, however, Mr. Sather in- 
troduced Miles H. McNally, also of the 
New Richmond Roller Mills Co., who 
entertained with several songs. 

Official Association Song 

The official song of the Central Re- 
tail Feed association was introduced to 
the New Richmond group following a 
few remarks in which Mr. Steenbergh 
explained the purposes of the associa- 
tion in sponsoring local meetings. The 
words of the song are: 

The more we get together, together, 

‘together 

The more we get together, the hap- 

pier we'll be, 

For your friends are my friends 

And my friends are your friends. 

The more we get together, the hap- 

pier we'll be. 

Three verses, all alike, were sung at 
New Richmond and all present were 
called upon to stand, one at a time, and 
introduce themselves to their fellow 
dealers. 

Kern Talks About Costs 

The first guest speaker of the evening 
was F. Kern, Sparta Produce Exchange, 
Sparta, Wis., director and past presi- 
dent of the Central Retail Feed asso- 
ciation. Mr. Kern was prevented from 
leaving Sparta in time to make train 
connections for New Richmond so, rath- 
er than disappoint the meeting, he made 
the 188 mile trip in a taxi over bad 
roads and during a hard rain. 

Mr. Kern talked on the cost of do- 
ing business and quoted frequently from 
the figures of the Sparta Produce Ex- 
change which has enjoyed a business of 
over $2,000,000 during the past ten 


years. He explained the various items, 
such as salaries, interest on investments 
as well as borrowed money, rent, wheth- 
er the feed store is owned or leased, ad- 
vertising, operation of trucks, light, heat, 
power, etc., which must be included in 
figuring costs. 

“One thing many independent deal- 
ers forget,’ Mr. Kern said, “is to pay 
themselves a salary. It is not enough 
to merely depend on a year’s profits as 
a salary. The owner of a feed business 
must work mighty hard and certainly 
deserves pay over and above possible 
profits. One method which feed dealers 
can use in order to figure out what their 
own salaries should be is to definitely 
pay themselves at least twice as much 
as they pay their highest salaried em- 
ployee.” 

Kleckner Tells a Story 

J. L. Kleckner, Kleckner Elevator Co., 
Neillsville, Wis., director and past presi- 
dent of the Central Retail Feed associa- 
tion, explained how the Neillsville Dist- 
rict Dealers club of the organization, 
kept the power company from raising 
the demand charge. 

“IT was paying a demand charge of 
$52 per month which was certainly high 
enough,” Mr. Kleckner said, “when we 
were advised that the rate would be 
increased. We called a meeting of the 
dealers in the locality and discussed the 
problem, with the result that several of 
us decided we would immediately install 
Diesel or gasoline engine power the 
minute any increase of our power rates 
was made effective. We wrote a letter 
advising the power company of this de- 
cision and also explained to them how 
impossible it was for a feed dealer to 
make any grinding profits operating at 
the high power charges we were paying. 

Power Charges Reduced 

“The immediate result was that the 
proposed increase in the demand charge 
never became effective and more recent- 
ly the demand charge was entirely elim- 
inated with only a very small increase 
in the sliding scale of rates for power 
consumed. We are now paying only for 
the power which we use andthe month- 
ly power bill at my elevator is from $40 
to $50 less than it used to be.” 

D. W. McKercher, McKercher Mill- 
ing Co., Wisconsin Rapids, Wis., who 
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J. L. Kleckner 


was first president and is now a direc- 
tor of the Central Retail Feed associa- 
tion, talked on the value of organiza- 
tion and outlined the history of the as- 
sociation. He explained how the orga- 
nization was advocated in the early is- 
sues of The Feed Bag and sponsored by 
a committee of 30 dealers meeting in 
the directors’ room of the Milwaukee 
Chamber of Commerce. This commit- 
tee of 30 called an organization conven- 
tion which was held at Milwaukee in 
June, 1926, at which time plans for the 
association were completed. 

“The association has greatly increased 
its membership from that time and has 
been of much service to the feed indus- 
try and to the dealers who are in its 
ranks. Our annual conventions in Mil- 
waukee are considered the best feed 
dealers’ meetings held anywhere in the 
country, and yet we have two big prob- 
lems which must be solved. The first 
is that a small number of our members 
drop out of the organization each year 
which makes us keep working for re- 
placements rather than enlargements, 
and the second is that we do not have 
a large enough percentage of the deal- 
ers in our territory as members of our 
organization. 

Bringing Association to Dealers 

“We are trying to solve both of these 
problems this year by bringing the as- 
sociation out in the territory and to the 
dealers through the means of these local 
meetings. Wherever we have held these 
meetings we have been successful in ad- 
ding to our membership and the deal- 
ers who have attended the meetings 
have been well satisfied with the little 
investments which have been required of 
them. Dealers are not unduly urged to 
join the association, but we want them 
to come in if they believe in organiza- 
tion of the feed trade and are interested 
in doing their share to have one.” 

A general discussion of such topics as 
selling for cash, grinding charges, pro- 

(Continued on Page Thirty-nine) 
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SELLING THE Farm MARKET 


THE PROGRESSIVE FIRMS ARE HELPING YOU MAKE MORE SALES 
TO FARM PEOPLE IN WISCONSIN THROUGH CONSISTENT 
ADVERTISING IN 


WISCONSIN AGRICULTURIST and FARMER 


HROUGH Wisconsin Agriculturist and Farmer—formed by recent 
consolidation of The Wisconsin Agriculturist and Wisconsin Farmer — 
prominent manufacturers, are by their advertising, reaching the Wisconsin 
farm market and increasing sales of their products. 


This advertising is the most effective co-operation manufacturers can of- 
fer to their distributors and salesmen. 


Wisconsin Agriculturist and Farmer reaches more than four out of every 
five Wisconsin farm homes. It is read in those homes, and it has the confidence 
of the readers. 


Below is a list of well-known feed companies who used space in our 
columns in September. They are telling Wisconsin farm people—your customers— 
about their products and helping their Wisconsin dealers and salesmen increase 
sales. 


Arcady Farms Milling Company 
(Stock & Poultry Feeds) 


Bowman Dairy Company 
(Bowman’s Dry Skim Milk) 


Corn Products Refining Company 
(Diamond Corn Gluten Meal) 


Gulf Crushing Company 
(Reef Brand Oyster Shell) 


Moorman Mfg. Company 
(Moorman Minerals) 


Ralston Purina Company 
(Stock & Poultry Feeds) 


International Sugar Feed Co. 
(Stock & Poultry Feeds) 


Quaker Oats Company 
(Quaker Ful-O-Pep Egg Mash) 


WISCONSIN 
RACINE AGRIC URIS W IscONSIN 
and FARMER 


“The Only Weekly Farm Paper Owned, Edited and Published in Wisconsin 
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Central Association to Do Business 


On Fiscal Year Basis 


Change Becomes Effective at Once; Schedule for Dues Altered 


Biel, Becker, Cuff Named to Serve on New Complaint Committee 


HE Central Retail Feed associa- 

| tion will conduct its business on 

a fiscal year basis beginning June 

1 and extending to May 31 of each year, 

it was decided at a meeting of the ex- 

ecutive committee of the organization 

held in Milwaukee, September 11. The 

association has been conducting its busi- 
ness on a calendar year basis. 


Change Effective Immediately 


The change will be put into effect im- 
mediately and means that statements 
calling for payment of dues to May 31, 
1930, will shortly be mailed to all mem- 
bers. Members whose next dues pay- 
ments would not ordinarily come due 
until January 1, 1930, will be billed for 
only one-half of the annual dues, or 
$5.00, and on payment of their invoices 
will be in good standing until May 31, 
1930. In other words, regardless of the 
time when any membership started, all 
members will receive statements for pro 
rata dues to May 31, 1930. New mem- 
bers will pay $10 for a full year from 
date of joining the association, as has 
been the practice in the past and pro 
rata statements will be mailed to them 
the second year. 

The reasons for the change, as well 
as for another change which provides 
for membership of main and branch re- 
tail feed stores of chains, is given in the 
following resolution which was passed 
by the executive committee on motion 
of Director F. Kern, Sparta, Wis., sec- 
onded by Director J. L. Kleckner, 
Neillsville, Wis. 


Text of Resolution 


Whereas: There has been a large in- 
crease in the number of retail feed 
stores which are operated as chains in 
the territory served by the Central Re- 
tail Feed association, and : 

Whereas: The Central Retail Feed 
association is interested in securing all 
the branch stores as well as the head- 
quarters stores of these chains as mem- 
bers, and 

Whereas: The officers of the associa- 
tion serve for one year from the time 
of the annual conventions which are 
held in the late spring or early summer 
of each year, and 

Whereas: The activities of the asso- 
ciation are annually adjusted on a fiscal 
year basis which runs from one con- 
vention to another, and 

Whereas: The business year of the 


association therefore really extends from 
one convention to another, or from ap- 
proximately June 1 to May 31, there- 
fore be it 

Resolved: That section 1 or article 6 
of the constitution of the Central Retail 
Feed association be amended to strike 
out the entire section as it now exists 
and be written as follows: 

Lower Dues for Chain Branches 

Section 1. Annual dues for each reg- 
ular member shall be Ten Dollars 
($10.00) per. fiscal year extending from 
June 1 to May 31, payable in advance 
and due June 1 of each year. Chain 
retail feed stores, operating under one 
ownership, shall pay dues at the rate 
of Ten Dollars ($10.00) per year for the 
headquarters store and Five Dollars 
($5.00) yer year for each branch store. 

Resolved: That the above proposed 
amendment to the constitution of the 
Central Retail Feed association become 
effective immediately on order of the 
executive committee and continue in ef- 
fect until approved or rejected at the 
next annual meeting of the association. 

The change with respect to the chain 


FRANKLIN MILLING CO., Frank- 
lin, Minn., has been incorporated with 
a capital stock of $10,000, to engage in 
flour milling and to do a retail flour and 
feed business. H. B. Peterson is pres- 
ident of the firm and Carl Lieske, sec- 
retary. 


FALLS CITY feed mill, Falls City, 
Wis., was damaged by fire recently with 
an estimated loss of $6,000. 


GEORGE FOSCHLOG, Richmond, 
Ind., has entered the feed business and 
will operate as the Foschlog Feed Store. 


“B-K” IN MERGER 
General Laboratories, Madison, Wis., 
manufacturers of “B-K”, a world-known 
germ destroyer, merged with the Penn- 
sylvania Salt Mfg. Co., Philadelphia, 
September 28, according to an an- 
nouncement made by A. O. Fox, presi- 
dent of the Madison firm. Mr. Fox will 
continue as president and no changes 
will be made in the personnel. The 
Pennsylvania firm manufactures salts 
and liquid chlorine in its three large 
plants located at Wyandotte, Menomi- 

nee, Mich., and Tacoma, Wash. 
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feed store memberships was made large- 
ly because of requests from the chain 
store operators themselves. Many of 
the operators expressed the opinion that 
their branch members would derive a 
great deal of benefit from membership 
in the Central Retail Feed association, 
and signified their willingness to join 
for all their various stores providing a 
reduced schedule of rates could be put 
in effect. 

The executive committee of the Cen- 
tral Retail Feed association also trans- 
acted considerable routine business at 
its recent session. Six local district 
club meetings were planned. Decision 
was made to definitely complete the 
grinding and mixing power cost survey 
which had been planned by the associa- 
tion the previous year. Three appoint- 
ments to the grievance committee of the 
association, made by Pres. L. J. Hartz- 
heim, Beaver Dam, Wis., were approved 
as follows: R. W. Biel, Randolph, Wis., 
chairman; Frank Becker, Woodland 
Flour & Feed Co., Woodland, Wis.; and 
H. A. Cuff, H. A. Cuff & Sons, Portage, 
Wis. 


I. K. MAYR, Beaver Dam, Wis., 
opened his new feed store at Beaver 
Dam Junction September 26, with a 
large house-warming party and dance, 
which was well attended by his many 
friends and customers. 


OSCAR HABECK, Millard, Wis., R. 
F. D. from Elkhorn, Wis., has entered 
the feed business and would like to re- 
ceive regular quotations on feed and 
grain from some manufacturers and job- 
bers. 


H. G. GRABENSTETTER, Erhart, 
Ohio, has purchased the grain elevator 
of G. Haury. 


HARRY M. STRATTON, Donahue- 
Stratton Co., Milwaukee, has been 
elected vice-president and director of 
the Pere Marquette Steamship Co. 


NEW RICHMOND STATIONS 

New Richmond Roller Mills Co., 
New Richmond, Wis., has purchased 
the feed mill and business of G. Garske, 
Comstock, Wis. Mr. Garske has been 
retained as manager. The firm has also 
purchased the Shawano Flour & Feed 
Co. mill and store at Shawano, Wis. 
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As constant and y 
uniform as the North Star 


(3 HE North Star has been a pivot of human destiny. Who can say what the 
course of world progress might have been without that one unchanging ' 
sentinel of direction to guide the routes of ancient ships and adventurous ex- 
plorers? Constancy, as symbolized by the North Star, is a guide post of achieve- 
ment—a principle to which experience in the feed business bears witness. 
In a fickle market where feeds drift into 
the cross currents of unproved fads and 


theories and many a dealer’s profits are 
swallowed in the backwash of dissatisfac- 


search and experimental feeding at the 
great Larro proving ground have cleared 
the way for Larro quality. 


CGreeds that do not vary 


LARROWE 
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tion—the constancy and uniformity of 
Larro Feeds have stood out like a beacon. 


Fadsand theories goto the Larro Research 
Farm for proof—not to Larro customers. 
Most of these fads, in fact, were tried and 
rejected there long before they were taken 
up elsewhere. Many years of scientific re- 


MILLING 


Feeders who buy from Larro dealers come 
back for more Larro month after month 
and year after year because they know 
that Larro is always uniform—always the 
most profitable feed they can buy. That 
is why Larro dealers are enjoying more 
business and greater profits each year. 
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Include Larro Family 
Flour in your next order. 
li is a profitable item 
to sell with your feeds. 


A Gor Poultry, Hog and Dairy 


COMPANY, MICHIGAN 
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Frank J. Young Elected President 
At Mutual Millers Meeting 


Austin W. Carpenter Calls Business the Battle for Markets 
Cash Basis and Limited Credit Plan Discussed at Convention 


RANK J. YOUNG, cash basis 
F dealer at Alden, N. Y., was 

elected president of the Mutual 
Millers & Feed Dealers association at 
Conneaut Lake Park, Pa., September 5 
and 6. Other new officers include L. 
A. Glessman, Conneautville. Pa., vice- 
president; Clayton Folts, West Valley, 
N. Y., secretary-treasurer; P. C. Harned, 
Conneaut Lake, Pa., director, and E. B. 
Dunbar, Little Valley, N. Y., director. 


McIntyre Is Speaker 

Approximately 100 men were present 
when the first session of the convention 
was called to order by Pres. E. B. Dun- 
bar in the Crystal room of the Hotel 
Conneaut, Thursday afternoon. The an- 
nual report on the work of the associa- 
tion was made by J. D. Ditzler, James- 
town, N. Y., secretary-treasurer, show- 
ing that the organization had materially 
gained in strength, membership and ser- 
vice during the past twelve months. 


The address of the afternoon was de- 
livered by F. M. McIntyre, Potsdam, 
N. Y., president of the Eastern Federa- 
tion of Feed Merchants. He said that 
lack of pep among the dealers was re- 
sponsible for many of the competitive 
troubles of the retail feed business and 
urged his listeners to establish a firm 
policy of handling only quality products, 
giving increased attention to the merch- 
andising end of their business. The bal- 
ance of his speech was devoted to a dis- 
cussion of the work of the Eastern Fed- 
eration and the value of trade organiza- 
tions. 

Gray’s Limited Credit Plan 


The balance of the meeting was 
thrown open for a general discussion of 
cash and credit selling. James H. Gray, 
Springville, N. Y., reported that his firm 
had been following a definite policy of 
limited credit since February 1. Cus- 
tomers were permitted to charge mer- 
chandise as usual, but all who pay cash 
and have no balance against their names 
on the company’s books are granted a 
2 per cent discount. Charge custom- 
ers who pay within 30 days are per- 
mitted a discount of 1 per cent. At 
the end of 60 days all discount privil- 
eges are withdrawn and no further cred- 
it extended until payment of the account 
in full. 

“This limited credit basis,” Mr. Gray 
said, “has reduced the amount of our 
accounts receivable by 55 per cent and 
increased the amount of our notes re- 


ceivable by 4 per cent. Our total 
sales have averaged the same as last 
year. We are well satisfied with our 
limited credit basis, because it prevents 
the growth of big accounts, eliminates 


Clayton Folts L. A. Glessman 


the possibility of heavy losses and keeps 
our capital available for use in the busi- 
ness.” 

Cash Basis Dealers Talk 

Mr. Young described his experiences 
operating on a strictly cash basis. He 
said that his nearest neighbor was on 
a credit basis, but that at the present 
time there were seven cash dealers in 
his county. 

“The first year we were on a cash 
basis,” Mr. Young said, “our total vol- 
ume of business dropped only $1,500, 
which we feel was a negligible amount. 
The first three weeks after we made the 
change were terrible, but last month’s 
business was the biggest in our history. 
We do not allow any quantity discounts 
and make no exceptions but despite 
these facts we no longer ever hear any 
complaints with respect to our policy. 
We have accepted 30 day notes in pay- 
ment for feed occasionally but never 
have renewed these notes or extended 
more than one to a customer.” 

L. L. Warner, Niobe, N. Y., who con- 
verted Mr. Young to the cash basis, said 
he did not think there was any dealer 
who really could not make a success on 
a cash basis if he determined to do so. 
“Don’t just try it,’ he advised, “you 
can never succeed that way. I sold feed 
for cash for 22 years and for 15 years 
now, ever since 1914, have been on a 
strictly cash basis.” 

Struven Prize to Dunbar 

H. C. Elwood, Buffalo, N. Y., popular 
veteran feed trade toastmaster, was in 
charge of ceremonies at the Mutual 
Millers annual banquet, Thursday even- 
ing. Acting for W. A. Stannard, Al- 
bany, N. Y., secretary of the Eastern 
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Federation, he presented Mr. Dunbar 
with the prize he won in the federation’s 
recent membership contest. He compli- 
mented the federation on its progres- 
siveness in increasing its membership 
with a contest and_ congratulated 
Charles M. Struven, Baltimore, Md., for 
the disinterested service he rendered in 
suggesting the contest and donating the 
prizes. 

Austin W. Carpenter, sales manager 
of the Larrowe Milling Co., Detroit, 
Mich., delivered an enlightening address 
en the subject: “The Changing Skylines 
in American Business”. 

“Being a successful business man, to- 
day, is a mighty hard job. The output 
of American factories has been increased 
60 per cent by modern machinery and 
there are no present production prob- 
lems in this country. The present busi- 
ness problems are those of distribution 
and American industry is engaged in a 
battle for markets. The successful man 
must be a real fighter. He must be 
able to see into the future. He must 
also be able to look back and profit by 
past lessons. 

Handwriting on the Wall 

“Many of us are fooled by the intoxi- 
cation of prosperity. There is hand- 
writing on the wall which should be a 
warning to us the same as it was in- 
tended for Balthasar of the Bible story. 
Balthasar, however, had Daniel to in- 
terpret the handwriting for him. We 
must interpret the changes for ourselves. 
We've watched blacksmith, cobbler, 
general store, high collars, cotton socks 
and high shoes pass out of the picture 
and are now witnessing the battle of oil 
vs. coal, electricity and gas vs. ice, etc., 
etc. 

“Four years ago, we completed some 
costly research through which we dis- 
covered that 66 per cent of the commer- 
cial poultry feed which was sold in the 
country was purchased by back lot poul- 
try raisers. Just recently we decided to 
embark on an aggressive poultry feed 
selling campaign and before doing so, 
we authorized another market investi- 
gation and found that today the back- 
vard poultry raiser is buying only 14 
per cent of the commercial poultry feed 
sold in the United States. There has 
been a drastic change in the poultry 
feed business and you can see that our 
sales campaign could not have been 
very successful if it had been based on 

(Continued on Page Thirty-eight) 
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COMPLETE—ECONOMICAL—MIXED CAR SERVICE 


with 
Miss Minneapolis Flour--All in one Car 


100 
WHEAT BRAN WHE 
SCREENINGS 


MILLING CO. 


od 100 Lbs Net 
Ml MIDDLINGS DDOG 


CEEDING MIL 


CRUDE PROTEIN 


CRUDE FAT soa 
MAXIMUM CRUDE FIBRE 


FEEDS 


MissMinneapolis 
SCRATCH FEED COARSE CRAIN 


PRODUCTS 


DAIRY RATION 
co. 


WITH MOLASSES 


is is MissMinneapolis MistMinheapolis 
—_ 
CHUCK STARTER CHICK FEED 


Try OUR WISCONSIN REPRESENTATIVES Avoid This’ 

Purchase One One Car Flour and 
Completely Assorted Car of WILL GLADLY EXPLAIN Mill Feeds - - $1,300.00 

Miss Minneapolis Flour One Car Poultry 

Mill Feeds and HOW YOU CAN MAKE ONE DOLLAR Feed & Mashes, ete —_—'1,050.00 

Commercial Feeds One Car Dairy Feeds, etc. 650.00 
(Approximately ) $1,000.00 DO THE WORK OF THREE (Approximately) $3,000.00 

W. H. MANN, Oconto, Wis. 


A. E. WEDIN, La Crosse, Wis. 
©. E. ROOTH, Minneapolis, Minn. J. S. DOUSMAN, De Pere, Wis. 
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Cash Basis, Politics Discussed 
At Wausau Group Meeting 


Dealers Relate Experiences in Abandoning Credit Systems 
Rap Politicians Who Sell Feed Under Guise of Cooperation 


HE effect of politics on the feed 

i business, selling feed for cash, 

a general song fest and a delic- 
ious dinner were features of a meeting 
of over 40 feed dealers at Wausau, Wis., 
Wednesday evening, September 25. 

Two progressive dealers and competi- 
tors of Merrill, Wis., Herman A. Steum- 
ke and Paul Gebert, Jr., made the ar- 
rangements for the meeting. One of 
the outstanding features of the meeting 
was the story of the manner in which 
these two retailers have succeeded in 
putting their businesses on a cash basis. 

Humphrey Conducts Meeting 

Mr. Gebert resigned his post as chair- 
man of the meeting in favor of H. H. 
Humphrey, of the Northern Milling Co., 
Wausau. Songs before and after din- 
ner were lead by H. O. Fitch of the 
Morton Salt Co., Wisconsin Rapids, 
Wis., and beautifully accompanied by 
a talented young pianist. 

When the songs were ended, Mr. 
Humphrey called on M. F. Brobst, 
Milwaukee, member of The Feed Bag 
editorial staff, who spoke on the sub- 
ject of “How Knowledge cf Animal and 
Poultry Nutrition Increases Sales’. He 
described how the feed industry is en- 
gaged primarily in producing food and 


clothing for human consumption by 
converting surpluses and _ off-grade 
grains and _ by-products into butter, 


eggs, meat, leather, wool, feathers, etc. 

Importance of Knowing Feeding 

The confidence that feeders have in 
dealers is based on the degree of fa- 
miliarity with feeding problems which 
the dealer demonstrates, according to 
Mr. Brobst. Confidence, he said, is the 
basis of all sales and when dealers show 
their customers that they can depend 
upon the advice and counsel of the deal- 
er, more trade is bound to result. Mr. 
Brobst estimated that over 80 per cent 
of feeders are not feeding properly and 
that it was not assuming too much to 
say that one of the chief mistakes is 
that they are not feeding enough. He 
pointed out that teaching proper feed- 
ing means the same as teaching more 
liberal feeding which naturally, means 
greater feed sales. 

Cash Basis at Merrill 

Mr. Steumke was then called upon to 
tell how he and his competitor got to- 
gether and put across the cash _ basis 
in their businesses. When he arose to 
his feet, he asked that Mr. Gebert, his 


competitor, tell what he knew about it 
first and later he might add to it. 

Mr. Gebert was then called upon and 
he told of meeting with Mr. Steumke 
and of their decision to extend no credit 
from that day on. “It is only when you 
have absolute confidence in your com- 
petitor that you can hope to put this 
idea across,” said Mr. Gebert. ‘“ We 
both notified all of our customers at 
the same time and we were surprised 
at how well all of the feeders took to 
the idea. Most of them said that they 
did not blame us for refusing credit on 
feeds.” 

Confidence in His Competitor 

Mr. Gebert believes that it is very 
much better to have all the feed dis- 
tributors in town go on the cash basis 
at the same time. This, he explained, 
will eliminate any chance of disrupting 
trade by having customers running back 
and forth from one place to another 
looking for credit. It was further rec- 
ommended that a general circularization 
of the trade by all the stores going on 
the cash basis, giving date, reasons why 
and advantages to customers be mailed 
out about 10 days in advance. In their 
case, Mr. Gebert said that the result 
was that no one even so much as asked 
for credit when the date for starting 
the cash basis came along. 

Mr. Steumke, who was later called 
on, said: “I have absolute confidence in 
my competitor. I know that he will not 
extend credit when he says he will not. 
We have had no trouble and we have 
lost no trade since starting on the cash 
basis. In fact we show an increase over 
last year when we were charging over 
the same period.” 

Politics in Feed Business 

Fred Fischer, Waupaca, spoke later 
and said that his firm had beén on the 
cash basis for about 25 years. He said, 
however, that there are a few 30-day ac- 
counts which buy in volume and pay 
regularly and have been doing it for 
years, to whom they extend credit, but 
this amounts to virtually cash. “I 
would like to eliminate all credit,’ he 
added, “for we sell at such small profit 
that we make absolutely no money on 
charges.” 

Several other speakers, including D. 
W. McKercher, Wisconsin Rapids and 
J. G. Cornwell, Sheridan, spoke on sub- 
jects bearing upon the political pres- 
sure which is bearing against the legiti- 
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mate feed dealer. According to Mr. 
Cornwell, there are many agitators tak- 
ing advantage of the present cry: co- 
operation, cooperation, and are going 
around getting the farmers to give them 
orders for feed and other products and 
selling them products by the so-called 
cooperative method. 

Under the guise of cooperation, these 
self styled farm leaders are pocketing a 
nice “cut” and selling the farmer at 
prices no lower and often higher than 
they could have obtained from legiti- 
mate dealers, according to Mr. Corn- 
well, who is manager of a bona fide 
farmers’ organization at Sheridan. This 
manager explained that it is just as 
much the legitimate cooperative’s prob- 
lem as it is the problem of the indi- 
vidual dealer to warn the farmers 
against these “fee collecting’ sharks. 

A meeting of the dealers in Marathon 
county was suggested for an early date 
and it was also decided to hold another 
territorial meeting in the spring. Each 
one present agreed that the meeting was 
a decided success. 


WALTER H. SCHAEFER feed mill, 
Scotland Center, Ohio, was damaged by 
fire recently with an estimated loss of 
$20,000. 


NUTRENA FEED MILLS, INC., 
Kansas City, Mo., is building a $75,000 
addition to its plant, which will increase 
its capacity about 25 per cent. 


WALTER C. STEPHAN, Wiscon- 
sin and Northern Minnesota represen- 
tative for Strong-Scott Mfg. Co., Min- 
neapolis, has changed his address from 
178 West Summit avenue, St. Paul to 
Box 85, Eau Claire, Wis. 


BUILDS PLANT ADDITION 


Grain Machinery Co., Marion, Ohio, 
manufacturers of Haines feed mixers, 
has completed the erection of a large 
addition to its plant which will be de- 
voted to the final assembly of the mix- 
ers. An attractive and unique folder 
describing Haines mixers has just been 
issued, and will be sent to anyone on 
request. J. B. Bray, secretary of the 
firm, announces that sales have been 
growing steadily and that every avail- 
able square foot of floor space in the 
new building will be utilized. 
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Extra Fall Profits 
for 


CONCENTRATED 
SODIUM HYPOCHLORITE 


hide brings a greater need and demand for B-K. Convincing advertise- 
ments in national and state farm papers and poultry magazines sell B-K to 

millions of farmers, dairymen and poultrymen. These readers are always 
directed to the feed store—to your store—to buy B-K. Stock this live item. 
Display it. Watch your sales and profits grow. 


hese are the customers 
who will want P= 


ee anxious to keep down the bacteria in their milk 


use B-K to sterilize all utensils and equipment just before 


in using. When it becomes necessary to house and feed cattle 


barns, the danger of animal disease and milk contamination 
increases rapidly. Leading dairymen find the B-K plan of dairy = 
sanitation the best way to maintain healthy high producing herds. ee = 
POULTRYMEN recognize B-K as most valuable in preventing : | 
and controlling roup, bronchitis, pneumonia, cholera, typhoid  _- 

and other common poultry diseases. 


Recommend B-K 


Our national advertising campaign stresses these dangers, and _is_ concentrated sodium hypo- 


he effecti f B-K i . d ia chlorite. Kills disease germs instantly 
the eifectiveness o -K in prevention and control. eaders are 


urged to use B-K—and directed to the feed store to buy it. acid. Clean and clear as water. B-K 
and its direction charts are inspected 


Stock B-K—display it—recommend it—tie up with our cam- _ 4y the federal government and comply 


paign. If you do not carry B-K now, write for details of our with federal law. You can safely 
liberal dealer pl an recommend it to your customers. 


GENERAL LABORATORIES 


683 Dickinson Street seven Madison, Wisconsin, U. S. A. 
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R. W. Havemann 


tomers, and that’s no idle boast 
with Nolte & Havemann, successful 
Oshkosh, Wis., feed dealers. They have 
a first class store, a booming mill, flour- 
ishing trade and a good bank account to 
prove the wisdom of following this 
much recommended business principle. 
Established Seven Years 

Seven years ago two young men held 

a conference. They tock an inventory 
of all their capital, including the loose 
change in their pockets and decided to 
combine it and enter the feed business. 
The two young men were Herbert Nol- 


I: pays to give service to your cus- 


te and R. W. Havemann. 
“When we go into business,’ they 
agreed, “we'll emphasize one thing, and 


that is ‘service to our customers’.” 

And following this policy Nolte & 
Havemann, within seven years, have 
built a healthy, flourishing feed business 
They have won the confidence of poul- 
try feeders for miles around because of 
their accurate and helpful advice which 
is freely and willingly given. Farmers 
come te them almost daily for assist- 
ance in solving their feeding and chicken 
raising problems and are never disap- 
pointed. The rural folks speak of Nolte 
and Havemann as “knowing their stuff’. 

Cow Tester Employed 

The two young men are not contented 
with the reputation they have gained 
in poultry feeding and are building up 
a similar service for dairynien. On Sep- 
tember 4 an experienced cow tester was 
added to the firm’s staff. He is spend- 
ing his entire time among the farmers, 
offering free service in keeping records 
of herds, showing the owners how to 
feed for profit and assist them in weed- 
ing out unproductive animals. Nolte & 
Havemann expect the additional cost of 
engaging this man to be more than re- 
paid with the additional sales of dairy 
feeds. 


Service Rendered 


‘To Customers 
Makes Business 


Flourish 


By Emil J. Blacsky 


Member Editorial Staff, The Feed Bag 


Many opportunities occur regularly 
for Nolte & Havemann to be of service 
to customers and to win their trade. 
A woman called the store one afternoon. 
She was almost in tears. Her brood of 
chicks was diminishing rapidly as one 
after another died. Unless a remedy 
could be prescribed to save them, her 
enterprise would be ruined. 

Mr. Havemann drove to the woman’s 
home immediately, brought back one of 
the dead chicks and held a post mortem. 
He was almost baffled because the body 
of the dead chick showed no evidence 
of disease. But upon a close examina- 
tion of the crop he found it to be hard 
and, cutting it open, discovered a large 
quantity of clay. He advised the woman 
to confine the chicks where they did 
not have access to the sticky soil. She 
followed his instructions and saved the 
rest of the flock. Naturally, she has 
been a steady customer and booster for 
Nolte & Havemann ever since. 

Service Wins Customers 

On another occasion a farmer who 
had invested heavily in poultry called 
at the store with one of the dead birds. 
A neighbor had informed him that Nol- 
te and Havemann “knew their poultry 
problems”. After Mr. Havemann dis- 
sected the bird he informed the farmer 
that it was infected with coccideosis and 
suggested the remedy for it. 

“Well,” he said. “I guess you know 
what you are talking about. Give me 
five tons of your feed.” 

On still another occasion a farmer 
telephoned the store for five pounds of 
mash. Mr. Nolte, who answered the 
call, did more than merely accept the 
order. 

“How many chicks have you?” 
asked the farmer. 

The answer revealed to Mr. Nolte 
that five pounds of mash was a mere 
drop in the bucket. 

“You can’t get results with only five 
pounds with that number of chicks,” he 
frankly told the man at the other end 
of the wire. “It isn’t even enough for 
a-triak” 

A larger amount was then suggested 


he 
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and the farmer accepted. The order 
was followed up with a personal call 
and the chicks were started right and 
kept on the proper rations. The results 
convinced the farmer and still another 
permanent patron was added to the list. 

Service to customers begins at home 
and is carried into the field by Nolte 
& Havemann. When Mr. Nolte, who 
is in charge of the store, observes a 
farmer’s car stopping across the street 
he approaches the driver and_ politely 
asks if he can be of service. Purchases 
are carried to the car. The utmost cour- 
tesy is extended to lady buyers. 

An entire lot in the rear of the store 
is owned by Nolte & Havemann and 
reserved as a parking place for custom- 
ers. This service is appreciated, par- 
ticularly on a Saturday night when a 
place to park is hard to find. 

Operate Delivery Trucks 

Mr. Havemann attends to practically 
all of the field work. He was secretary 
of the Wisconsin State Poultry associa- 
tion for several years and possesses a 
thorough knowledge of poultry prob- 
lems. He culls the farmers’ flocks with- 
out charge, directs them in profitable 
feeding methods and recommends reme- 
dies for diseases. 

Two trucks are maintained by Nolte 
& Havemann for delivery service to the 
rural trade. The drivers will often stop 
and exchange friendly greetings and en- 
gage in a brief conversation with a far- 
mer who is working a field bordering 
the highway. Many additional sales re- 
sult and good will is built. 

Culled chickens and eggs are pur- 
chased by Nolte & Havemann or are 
taken in and credited to a farmer’s feed 
bill. This sideline helps to build ad- 
ditional business and it provides oppor- 
tunities for making many contacts. The 
birds and eggs are marketed. 

When a farmer enters the Nolte & 
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Havemann store seeking credit he is 
confronted with a large placard bearing 
the following: 

BY SPECIAL ARRANGEMENT 
WITH YOUR BANK WE AGREE 
NOT TO LOAN MONEY AND 


THEY AGREE NOT TO SELL 
FEED AND SEED. 
The prospective customer knows, 


without being told, that he must go 


elsewhere for a charge account. 
Nolte & Havemann specialize in the 
seed business and are enjoying a profit- 
able trade. Attractive displays are main- 
tained in the store and well-known, re- 
Mr. Nolte, 
this department, thor- 


liable brands are stocked. 
who. directs 


oughly posted on seeds and gardening, 
and is in a position to solve his custom- 
er’s problems. He can tell, without 
stopping to figure, just how much seed 
is required for a lawn of any size named 
by the customer. Truck farmers in the 
community make the store their head- 
quarters. 
Handle Poultry Equipment 

Poultry equipment is also sold by 
Nolte & Havemann. It helps to stim- 
ulate feed sales and is convenient for 
farmers who can purchase all of their 
poultry needs from one store. The 
equipment also returns a fair profit in 
itself. 

In picking a telephone number Nolte 


are driving directly to the car for their 


save delivery, warehouse and handling charges. 
They are paying cash .. . to save credit charges. 
When they call at the dealer’s place of business 
he is the one who performs these services and, 
of course, he must ask a fair charge for them. 

But a much bigger bargain is in store for those 
who trade at the Checkerboard car today... the 
bargain they buy in a ton of Purina Chows! Per- 
haps you have already read somewhere of the 
survey carried on for 12 months among thou- 
sands of farmers in both the United States and 
Canada. It reveals that one ton of Purina Chows 
earns on the average of $25 more per ton than 


other feeds do. 
Twenty-five dollars extra... that is 


The day the Checkerboard car arrives in your 
town... let you be one of those at the car-door! @@ 


T'S BARGAIN day in town... the Checker- 
board car of Purina Chows has just arrived! 
x7 Some folks are saving money today. They 


feed...to 


a bargain! 


Any dealer interested in handling the Purina 


account should write direct to 


PURINA MILLS, St. Louis, Mo. 
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& Havemann made a special effort to 
obtain one that could be easily remem- 
bered. They selected 5050 and called 
it “fifty-fifty’. The readiness with 
which the number can be recalled, in 
their opinion, has helped to increase the 
number of orders received over the wire. 

Mr. Nolte and Mr. Havemann started 
in the feed business December 15, 1922, 
and incorporated with larger capital. in 
September, 1928. The old Gustavius; 
mill at Oshkosh was purchased at this 
time and a complete grinding and mix- 
ing service is now offered to farmers. 
Mr. Havemann’s_ brother, Walter, 
known to the trade and advertised as 
“Uncle Walt”, manages the mill which 
is steadily increasing its volume of busi- 
ness. Ample warehouse space for feeds 
is provided in the building. The old 
engine room has been converted into a 
poultry section where birds are kept, 
and fattened for the market. Another 
section of the mill will be remodeled 
and utilized for a hatchery. By next 
spring a large supply of baby chicks is 
expected to be ready for the customers. 

Nolte & Havemann are forging full 
speed ahead. And they are thoroughly 
convinced that ‘service to customers’ is 
a splendid highway to travel for any- 
one desiring to attain success in the 
feed business. 


Wins Sales by Telling 
Trade How to Feed 


(Continued from Page Sixteen) 


paid by someone. YOU don’t want to 
help pay for the fellows who don’t pay. 

“All this extra expense is done away 
with when selling for cash. 

“Every car of feed we buy must be 
paid for before we can open the car 
door, therefore, in order to give you 
rock bottom prices, we must sell for 
cash only. This cash plan will be to 
YOUR benefit, as we will then be able 
to sell feed cheaper to you.” 

Paul Gebert, Jr., succeeded his father 
in the feed business several years ago 
and is carrying on the work in the same 
active way which characterized his 
father’s method of building up a feed 
business. 

Every farmer in the vicinity knows 
him by his first name and every one of 
them speaks well of him. He and his 
competitor have been members of the 
Central Retail Feed association since 
its organization and they have always 
attended the meetings together. 


W. L. CHAPMAN, Janesville, Wis., 
has purchased the feed mill of the Doy- 
on Lumber Co., Edgerton, Wis., and 
will do a flour, feed and seed business in 
that city as the Chapman Feed & Seed 
Co. 


PURINA 
CHOWS 


Burlington Group 
Holds First 


Get-Together; Plans 
More Meetings 


WENTY retail feed dealers from 
nearby met at Brown's lake golf 
clubhouse, Friday evening, Sep- 
tember 20. Arrangements for the meet- 
ing were made by Walter Uebele, Bur- 
lington, Wis., feed dealer. 

After a delicious fish dinner, Mr. Ue- 
bele turned the meeting over to David 
K. Steenbergh, Milwaukee, managing 
editor of The Feed Bag and secretary 
of the Central Retail Feed association. 
Mr. Steenbergh made a few appropriate 
remarks of introduction, and then called 
upon M. F. Brobst, of The Feed Bag 
staff, Milwaukee, who gave a short talk 
on the subject of animal nutrition and 
its relation to retail feed sales. 

Brobst Addresses Dealers 

Examples of how dealers’ knowledge 
of nutrition can be used to distinct ad- 
vantage in promoting greater sales were 
given by Mr. Brobst. His principal ar- 
gument was that a knowledge of animal 
and poultry nutrition placed the dealer 
in the light of knowing his business. 
“Confidence of the feeder is gained 
thereby and confidence ‘s the basis of 
all sales,” explained Mr. Brobst. 

W. C. Maas, vice-president of the 
Callaway Fuel Co., Milwaukee, was 
next introduced and talked on the sub- 
ject of cooperation as the greatest need 
in the success of retail business. Mr. 
Maas cited many instances where co- 
operation among the fuel dealers of Mil- 
waukee has enabled them to give better 
service, do more and better business and 
have the added advantage of doing busi- 
ness in a pleasant way. 

Maas Quotes From Coolidge 

Quoting Ex-president Coolidge, Mr. 
Maas said, “‘Cooperation is the eco- 
nomic need of the day.’ Mr. Coolidge 
was not given to many words but when 
he made this statement he covered the 
requirements of the retail business ex- 
actly.” 

Mr. Maas told of his long experience 
in the coal business. His father was 
in the coal business and when spending 
money was needed there was always an 
opening under Pat, the foreman of the 
coal shoveling crew. So Mr. Maas 
learned the coal business from the bot- 
tom up and gave many instances of 
where and how his knowledge of the 
business was responsible for his success. 


“The first man I ever called on when 
I was a coal salesman,” related Mr. 
Maas, “told me, ‘Your prices are too 
high’. Well, I told him right back that 
1 knew they were not too high and that 
the grade of coal I was offering could 
not be bought for less. Then the buyer 
went on to call me down and ask me 
if I thought that he did not know what 
he was talking about. I asked him to 
see the kind of coal he was referring 
to and it was not long until he ad- 
mitted that the coal he was selling was 
a lower grade than that which I qucted. 

““*Well,’ said the buyer, ‘you are the 
first salesman who ever has called my 


’ bluff on that joint, and I am going to 


give you an order for two cars of 
coal: ” 
Experienced Selling Coal 

Mr. Maas went on to tell how the ed- 
ucation of customers to the fact that 
you know your business and that you 
will go out of your way to serve them 
is one of the surest means to success. 
He cited many instances of where his 
firm has gone to unusual lengths to get 
coal to people after hours, late in the 
night, or early in the morning in order 
to get good will and confidence. 

“There are several different reasons 
why people kick about your goods,” 
said Mr. Maas. He told of a certain 
steam engineer who has to be sold every 
year on the fact that the coal is all 
right. Last year he had the same com- 
plaints he has this year. All that needs 
to be done is to go down to the engine 
room with him and show him how to 
fire the boilers each fall and show him 
that he is not using too much coal. 

Handling Chronic Kickers 

“There might be a tendency on the 
part of many to brand this fellow as 
a chronic kicker,” explained Mr. Maas, 
“but he is honest in the belief that there 
is something wrong with the coal every 
year, and it is our duty to sell him, 
not by making apologies for our pro- 
duct, but by showing him that our 
goods are all right if they are used 
right.” 

In conclusion of Mr. Maas’s address 
he explained how the fuel retailers as- 
sociation in Milwaukee has accom- 
plished a better feeling of confidence 
between dealers through the activities 


THE FEED BAG—OCTOBER, 1929 


Walter Uebele 


of that organization. It has been their 
experience that a better knowledge of 
the cost of doing business and a more 
uniform conception of proper margins 
has been accomplished by group study 
of these problems. It was further ex- 
plained that through cooperation in 
these matters dealers will find that the 
secret of doing business in a successful 
way is through giving greater and more 
efficient service and not by price cut- 
ting and underhandedness. 

The balance of the meeting resolved 
itself in a general discussion of dealer 
problems, such as the cost of grinding, 
chain stores and direct selling by cer- 
tain mills. Everyone agreed that the 
meeting had been a great success and it 
was decided that another meeting should 
be held at the same place or a nearby 
place in the near future. 


ROY GRADY, Rockford, Ia., has 
opened the Grady Hatchery, Produce & 
Feed Store in that city. 


FUNK BROS. SEED CO., Bloom- 
ington, Ill., has replaced its elevator, de- 
stroyed by fire last spring, with a new 
fireproof concrete elevator. The new 
structure has a storage capacity of 70,- 
000 bushels and unloading equipment 
which will permit 4,000 bushels of grain 
to be unloaded an hour. The firm was 
organized in 1824 by Isaac Funk. 


STATE GRAIN SHOW 

Plans are being completed for the 
25th annual Wisconsin grain show, 
which will be held at Beaver Dam, Wis., 
November 13-15. A series of demon- 
strations and conferences in which crop 
improvement and soil fertility will be 
discussed by leading agronomists and 
soil experts will be held :m connection 
with the show. 
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“25 Years of Service 


We cordially invite you to use 
this service, which due to a 
quarter century of life, growth 
and stability, is today ade- 
quate to properly serve the 
needs of modern feed industry. 


AMES -BURNS CO. 


G. W. HOSIE E. C. KESSLER J. D. DITZLER 
President Vice Pres. - Treasurer Secretary 


JAMESTOWN, N. Y. 


G. C. GARNER, N. A. SMITH 
Homer, N. Y. Watertown, N. Y. 
Central New York Rep. Northern New York Rep. 


Watch our advertising in The Feed Bag 
for the coming year. 


FEED DEALERS 


There is a gold mine of valuable informa- 
tion for you in Feeds and Feeding by 
Henry and Morrison and Commercial 
Feeds by Stroud. 


With them you have, at your finger-tips, 
the latest available complete and accu- 
rate information on feed, feed ingredients, 
feed manufacturing and feed merchandis- 
ing. And it’s all easy to find and in 
concise form. 


You can secure a copy of Feeds and 
Feeding and a one year subscription to 
The Feed Bag for $5.50. The price for 
Commercial Feeds with The Feed Bag is 
$4.00. The price for both books with 
The Feed Bag is $7.50. 


Che feed Bag 


86 E. Michigan Street Milwaukee, Wis, 


Thousands of feeders are making greater 
profits from livestock through informa- 
tion supplied them by the Educational 
Service. Cottonseed Meal is a TRADE 
ASSET for you, Mr. Dealer. 


Cottonseed Meal the 
analysis tag means quicker 


Mixed Feed Sales 


Turnover in the mixed feed business is absolutely necessary. 
Profits depend on it. That is why dealers everywhere are favoring 
mixed feeds that contain Cottonseed Me: . as a source of protein. 
They realize that demand is a factor in turnover; that farmers 
are already convinced that Cottonseed Meal as a part of the live- 
stock ration means maximum results in quicker time. Cotton- 
seed Meal on the analysis tag means quicker turnover in the 
mixed feed business—greater profits! Millions of farmer-feeders 
are being told the story of Cottonseed Meal through the agricul- 
tural press, through feed bulletins, booklets, etc. This cuts down 
sales resistance for you, Mr. Dealer. 


For information---address T-F-B-A 


Educational 


National Cottonseed 


\ poo, 
“©1929 
E.S.N. CP A. 


915 Santa Fe Building 
Dallas, Texas 


Service 


Products Association 


Columbia Nat’l Bank Bldg. 
Columbia, S. C. 
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FEDERATION NEWS 


PUBLISHED FOR ALL WIDE AWAKE EASTERN FEED MEN 


LOAN T0 G L.F. 
MEETS PROTEST 
OF FEDERATION 


HE directors and officers of the 
Eastern Federation of Feed Mer- 
chants were to meet in Albany, 
N. Y., October 3 to protest the loan of 
$50,000 made by the federal farm board 
to the Cooperative Grange League Fed- 
eration. The executive sessions were 
to open with a luncheon at the De Witt 
Clinton hotel. 

“The loan to the G. L. F. or any 
cther similar business group is unwar- 
ranted and contrary to the purposes of 
the act creating the farm board,” ac- 
cording to Fred M. McIntyre, Potsdam, 
N. Y., president of the feed men, who 
has spent much time in investigating 
the circumstances under which the loan 
was made. “In the first place the G. 
L. F. is simply a manufacturer and dis- 
tributor of feed. The fact that it is 
financed by stock sold to farmers makes 
it no different from any other commer- 
cial organization. We shall vigorously 
oppose the loan and do our utmost to 
prevent the use cf public money for pri- 
vate business.” 

The officers of the Eastern Federation 
have already registered their opposition 
and several of them have filed their pro- 
tests with the farm board and their rep- 

(Continued on Page Thirty-seven) 


Sales Idea Contest 
Gets Good Response 


Competition for the prize offered by 
Samuel Deuel, Pine Plains, N. Y., for 
the cleverest merchandising and adver- 
tising plans submitted by members of 
the Eastern Federation of Feed Mer- 
chants, is bound to be keen, judging 
from the number of members already 
entered. 

“IT am amazed to learn how many of 
our members have been using success- 
ful plans of merchandising and adver- 
tising systematically for many years,” 
said W. A. Stannard, Albany, N. Y., 
secretary of the federation. “The sam- 
ples already submitted include monthly 
magazines, weekly form letters, printed 
news sheets and many novelty adver- 
tising plans. 

“When all of these are accumulated 
and put in such shape that they are 


Frank J. Young 


Special Trade News 
Of Feed Merchants 


ALBERT S. GILBERT, who for 
nearly 50 years operated a feed mill in 
Avon, N. Y., died recently in his home 
there at the age of 73 years. 


FRED A. BROWN, feed dealer at 
Mitchell, Ont., was stricken with paral- 
ysis while in his home and has since 
been confined to his bed. 


C. S. WILLIS, Lemoyne, N. Y., feed 
dealer, is soon to be a banker as well as 
a feed man. He is one of a group of 
five which is organizing a new bank in 
Lemoyne. The institution will have a 
capital of $150,000. 


A. W. CLARK, Cleveland; Ohio, vice- 
president of the Cleveland Grain & 
Milling Co., recently returned from a 
two months’ tour of Europe with his 
wife. 


available to our entire membership they 
will be of inestimable value.” 

The contest continues until May 1, 
1930, and the prize winners will be an- 
nounced at the annual federation meet- 
ing in June. Members of the federa- 
tion, both affiliated and regular, are 
eligible to enter the contest. Informa- 
tion about the contest may be secured 
from the secretary. 
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BOARD SYSTEM 
IS PLANNED TO 
SETTLE CLAIMS 


Complaints by members of the East- 
ern Federation have kept pace with the 
gains in business reported from all parts 
of the complaints were about feed re- 

“There seems to have been a wave 


of complaints,” according to W. A. 
Stannard, Albany, N. Y.,_ secretary, 
“just at the time that our officers 


Most 
about feed re- 
and on which 


wanted to enjoy their vacations. 
of the complaints were 
ceived in bad condition 
the shippers refused to make satisfac- 
tory adjustments. With few exceptions 
the complaints were justified and the 
full force of the federation has been put 
in action to bring about proper settle- 
ments.” 

Plans are being made to speed up the 
handling of claims, by the appointment 
of regional boards comprised of three 
members each. Such a board will be 
located in strategic cities and com- 
plaints arising in their territories will 
be immediately referred to them instead 
of being held for the formal attention 
of the executive committee. 

Each year as the membership of the 
federation has become more active, the 
number of claims has increased. The 
executive committee has always sought 
to bring the dealers and shippers to- 
gether to effect an amicable settlement. 
Usually it is successful. 


Frank Young Joins 


Board of Directors 

Frank J. Young, Alden, N. Y., who 
was elected president of the Mutual 
Millers & Feed Dealers association at 
its recent meeting, will become a di- 
rector of the Eastern Federation to suc- 
ceed E. B. Dunbar, Little Valley, N. 

It is customary for the presidents of 
affiliated organizations to serve on the 
board of directors of the federation. 

“Mr. Dunbar has been very active 
as a director and we are sorry indeed 
to lose his counsel,” said Fred MclIn- 
tyre, Potsdam, N. Y., federation presi- 
dent. “Frank Young is a successful and 
energetic feed merchant who has taken 
an active part at all of the conventions. 
We are glad to welcome him as an of- 
ficial of the federation.” 
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The Greater Monarch 
Attrition Mill 


Puts air to work for you 


hy 


Years of experience in the building of 
feed grinders has enabled us to perfect 
the Greater Monarch. A feed grinder 
with 15 to 20% more capacity, and one 
that discharges the uniformly ground 
product as cool as the grain that enters 
the mill. If you are interested in mak- 
ing more grinding profits, in getting 
the mill that operates with the lowest 
cost and lasts the longest, then you will 
investigate the Greater Monarch. 


ok 


SPROUT, WALDRON & Co. 


BOX 318 MUNCY, PA. ~ 
Chicago Office: 9 So. Clinton St. 


Take the Guesswork Out of Buying Cod Liver Oil 
Standardized in Vitamin D Potency Will Do lt 
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Our Reputation Plus Yours 


UTHORIZED users of NOPCO X and NOPCO XX 

Cod Liver Oil are supplied with the NOPCO GUAR- 
ANTEE in convenient form for use with everyjbag of feed. 

Our advertisements appearing in leading poultry pa- 
pers urge poultrykeepers to select a brand of feed which 
carries the NOPCO GUARANTEE. 

No matter how well your brand may be known, it will 
sell faster and in larger quantities if it carries the NOPCO 
GUARANTEE that the feed is supplied with the anti- 
pogo element (Vitamin D) by NOPCO X or NOPCO 


Manufactured under Patented Process 


For many years, NOPCO has been known as a high- 
grade dependable brand of Cod Liver Oil. ow, through 
the use7of a patented process developed in Columbia Uni- 
versity, we have been able to standardize the Vitamin D 
potency. 

A concentrate of the Vitamin D factor is first extracted 
from cod liver oil intended for industrial uses. By adding 
exactly the right amount of the concentrate to pure, 
steam-rendered natural cod liver oil any desired potency 
can be_ established. 


Three Definite Degrees of Potency 
NOPCO Cod Liver ‘Oil for poultry and animal feeds 


Executive Office and Factory: 38 Essex St., Harrison, N. J. 
Chicago, Iil. 
St. Johns, New Foundland 


Boston, Mass. 


Means Increased Feed Sales 


is now offered in three deg of potency, each definite 
and uniform. Each product is proved for potency 
in both Vitamin Aan : 

NOPCO Cod Liver Oil, Fortified in Vitamin D Po- 
tency, is sold through dealers, and also to the milling 
trade. It is certified to have been proved effective when 

at the rate of 1/2 of 1%. 

NOPCO X and NOPCO XX are sold exclusively to 
feed manufacturers. NOPCO will provide positive 
potency when used at the rate of 4 of 1%, while only % 
of 1% is required when mixing NOPCO XX. 


Costs Less Per Ton to Use 
These NOPCO Products make possible t d 


economies in mixing, ause smaller quantities are re- 
quired. We are able to offer these brands at low prices 

ause we can use the oil from which the concentrate 
has been extracted in the ture of tanning an 
other industrial oils. 

Get full particulars of 
the NOPCO plan. Write 
us today, stating the quan- 
tity of eed you intend to 
mix. 
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BUSINESS CHARACTER 
fie 
Represents in 


Delivery 


Charges 


Added to Feed 
Without Complaint 
From Patrons 


REE delivery of feeds within the 
Fk city limits is the general rule 

among dealers, but occasionally a 
dealer who collects a fee for every de- 
livery made is discovered. Many will 
rise to declare that such a plan cannot 
work out in practice but it does when 
properly managed, as proved by the ex- 
perience of Christofferson & Renstrom, 
Omaha feed dealers, who have attained 
great success in their line. 

It is a fact that these men combine 
coal with their business but in no sense 
do the feeds and coal conflict. They 
are kept entirely separate and, as re- 
gards delivery service the light truck 
that delivers about two carloads of feed 
a month to backyard poultry keepers 
is so bright and clean that one could 
never associate it with coa! in any way. 

Model Worth Copying 

Mr. Christofferson, the senior mem- 
ber of the firm, started in the feed and 
coal business 28 years agc. Mr. Ren- 
strom, who twelve years ago became 
the feed specialist, does the buying for 
the department and has worked out the 
system that has made the feed branch 
of the business a model worth copying. 

Once upon a time, the same as in 
other feed stores, it was the custom to 
make free deliveries all about the trade 
district. But Christofferson & Ren- 
strom were coal dealers and from that 
vocation they learned the lessons that 
they saw were applicable to the feeds. 
The charge for delivering coal every- 
where is $1 a ton. Customers may not 
generally realize it but it is true, never- 
theless. And since coal deliveries are 
paid for, why not feed deliveries also? 
So several years ago Christofferson & 
Renstrom made the rule of charging a 
store price for feeds plus ten cents per 
hundred for deliveries. The rate is 
higher for goods in smaller quantities 
and though a few customers would 
complain of the charge for deliveries, 
this was soon overcome by the efficient 
delivery system. It was continually im- 
proved until it arrived at its present 
excellence. 

Customers Like Speed 

The Christofferson & Renstrom trade 
district is divided into three sections to 
provide three delivery routes. South 
goes the delivery man at 10 o’clock. At 


1 o’clock he travels west, and at 3 he 
covers the northern district. Towards 
the east is a section where back-yard 
poultry keeping is not the vogue. There 
are a few scattered orders on the hook 
at closing time in the evening, and these 
are run out the first thing in the morn- 
ing, while the regular route orders are 
accumulating. 

The poultry keeper appreciates rapid 
delivery service for feeds as surely as 
he does for his groceries, which is the 
reason that the Christofferson & Ren- 
strom deliveries keep to regular sched- 
ule. They do not care to serve cus- 
tomers for feeds more than twenty 
blocks away, and those seeking service 
beyond the limit are usually referred 
to a dealer nearer to them, or one who 
has no liking for customers far scat- 
tered. 

In order to give prompt delivery, 
Christofferson & Renstrom selected a 
light, speedy truck. It can carry 1,500 
pounds at a load and it gives 22 miles 
to a gallon of gas. It is swift and can 
therefore get over the routes on time. 
Especially does it serve the purpose 
well for the left-over deliveries in the 
mecrning. 

Concentrate on One Line 

As another means to a saving Chris- 
tofferson & Renstrom specialize in one 
line. They have learned from experi- 
ence, they explain, that trying to. handle 
three or four lines together ties up capi- 
tal, leads to confusion in selling, and 
pleases no more customers than one line 
alone, when this line is properly sold. 
In the beginning they handled feeds 
from only one mill. Then they thought 
that volume could be increaged by ad- 
ding stocks from more sources. Two 
years was long enough to prove so far 
as they were concerned that specializa- 
tion on one line was the volume builder, 
provided the dealer made a study of 
this line arid talked it heart and soul. 
So the extra lines have practically all 
disappeared while Renstrom in particu- 
lar hands out enthusiastic information 
on the one line that has won many a 
skeptical customer to a trial and finally 
to complete adoption. 

Four times a year Christofferson & 
Renstrom circularize all their customers 
with dealer helps, which are a help in- 
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Mr. Renstrom with His Truck 


deed, they declare. The circulars begin 
with the starter stage for chicks and 
lead right along to the egg production 
period of winter. 


SUPERIOR FEED CO. has opened 
a retail feed store at East St. Louis, II. 


ANGLO AMERICAN MILL CO.,, 
Owensboro, Ky., owners of the Miracle 
molasses process, announces that patents 
have been secured on the cold molasses 
process by George M. Agee, its inven- 
tor, and that all infringements will be 
prosecuted. 


NEW BURLAP EXCHANGE 
The New York Burlap & Jute Ex- 
change will soon open for trading at 80 
Wall street, N. Y. Membership will in- 
clude foreign shippers, importers, brok- 
ers and traders throughout the United 
States. Trading will be conducted in 

burlap, bags, jute, hemp and _ sisal. 


PRATT FOOD EXPANSION 

The Pratt Food Co., Philadelphia, 
will build concrete grain storage tanks 
at its Buffalo plant which will increase 
the storage capacity more than a quar- 
ter million bushels, J. S.-Keller, presi- 
dent, announces. Continued increasing 
demands on the feed and table cereal de- 
partments necessitated the construction 
of the additions. The new tanks are ex- 
pected to be ready for service by De- 
cember 1. Building operations have 
also been started on another unit of 
similar size and capacity which will be 
completed later. Improvements at the 
Buffalo plant are a part of the exten- 
sive expansion program planned by the 
Pratt Food Co. Announcements of 
other new additions will be made in the 
near future. 
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Millfeeds 
Oil Meal 


Corn = Oats 


“FRANKLIN” 


GROUND FLAX 
SCREENINGS 


WE SELL DEALERS ONLY 


Queen Wheat Feed 


TAL 


— 


CaP! 


= WHEAT FEED 


Wheat Low Grade Flour, Red Dog, Middlings 

= Gran, act excending 

— CRUDE PROTEIN 15.7% 
CRUDE FAT - - 


is a Pure 
Wheat offal 
and is man- 
ufactured 
in our own 
mills. Can 
furnish 
Queen in 
straight or 
mixed cars 


with Che- 


Tue Haertet Inc. 


MANUFACTURERS AND DISTRIBUTORS 
604 CORN EXCHANGE BLDG. 
MINNEAPOLIS, MINN. 


4.6%. 
CRUDE FIBRE - - 83% — 
ST. PAUL, MINN. 


Office 315 Corn Exchange “~~ 
\ MINNEAPOLIS, MINN. 
S 


_ 


rokee Pure 
Bran and 


Cherokee 
Middlings. 


Capital Flour Mills, Inc. 


CORN EXCHANGE 
MINNEAPOLIS, MINNESOTA 


FEED MIXER 


for putting up batches of 
open formula feeds 


and for all 
custom mixing 


Shipped ready to use. 
No ‘‘extras.’’ 


Easily installed. 


Two sizes: 1000-1250 Ibs. and 2000-2500 Ibs. 


Two styles: Motor driven; belt driven. 
Can be shipped from stock. 


Write for Catalog No. 123 FB. 


5. HOWES CO., Inc. 


SILVER CREEK, N. Y. 


No elevator required. 


Any ordinary laborer can bolt machine to floor and put on the belt. 


“CASCAD 
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Miksche Brothers Boost Business 
By Using Modern Ideas 


Handle Side Lines, Advertise Regularly, Keep Man in Field 
Radio Program, Recently Started, Features Feed Talks, Music 


has been in operation for 18 years, the sub- 

stantial warehouse in close proximity to the 
railroads and the spic and span store in the heart of 
the business district testifying to the continued growth 
of the firm. The owners, Raymond A. and Wilfred G. 
Miksche—who succeeded to the business upon the 
death of their father last year—are thoroughly modern 
in their ideas as to what produces success these days, 
and quick to avail themselves of all modern agencies. 

Broadcast Every Tuesday 

“The very best form of. publicity in this age,” said = 
Wilired Miksche, “is the radio. We go on the air for | 
one hour every Tuesday, from 12:30 to 1:30 p.m. We 
figure this is the time when people have the most lei- 
sure—just after lunch—to listen to some good music 
and instructive little talks. At present the music is 
furnished by phonograph records but, with the opening 
of the fall season, we expect to feature our sister, a 
talented pipe organist, almost exclusively. 

“Between the musical numbers we give instructive 
little talks on the care of poultry and animals, taking 
care to give real information and to impart it in an in- 
teresting manner. Into the talks, of course, creep sug- 
gestions as to feeds and remedies manufactured and 
distributed by us, but this is done adroitly, so as not 
to become tiresome. That these radio talks are pro- 
fitable has been proved time and again, by people com- 
ing into the store and inquiring for a certain item, 
saying, ‘I heard you telling about it over the radio.’ 

Use Varied Advertising 


“The newspapers are good, conservative mediums, 
and we make use regularly of the columns of both of 
our local newspapers, endeavoring always to have 
something definite to exploit. Window display has al- 
ways claimed much attention from us, both our win- 
dows being freshly trimmed once a week. 

“We consider our trade covers a radius of 200 miles, 
embracing a large part of northern California and 
southern Oregon, and have a man in the field practi- 
cally all oi the time, taking orders for our feeds, seeds 
and fertilizers. We make use of direct mail regularly, 
but not often—generally about four times a year. Our 
lists are highly specialized, so that each letter goes 
only to the class of patrons most likely to be interested, 
including dairymen, poultrymen, orchardists and alfal- 
fa growers. Letters are written to appeal to each 
class, listing both new and standard feeds, supplies 
and remedies, and thanking them for any courtesies 


T HE Monarch Feed & Seed Co., Medford, Ore., 


extended to our field representative.” 


The mill and warehouse of the firm 
are equipped with up-to-date machinery. 
Here are manufactured Madrona stock 
and poultry feeds. Among interesting 
machines are the electric grain stacker 
for hoisting bags of feed or grain; the 
power machine mixer; the big feed 
grinders, and the corn cracking and 
polishing unit, all of which are shown 


Exterior and Interior Views of the Monarch Plant 


herewith. 
Like most successful feed men, the 


proprietors of the Monarch Feed Co. 


carry a number of side lines that inter- 
est the farmers, dairymen and poul- 
trymen with whom they deal. “Just at 
present,” (July 20) said Mr. Miksche, 
“fertilizers are holding the center of 
the stage. Our fall stock has just ar- 
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rived and we have already booked a 
number of nice orders. One window 
is now taken up with fertilizers and in- 
secticides and next week’s newspaper 
ad will carry a message about them. 
Encourage Poultry Raising 

“The first of the year we push incu- 
bators and brooders. For several years 
the business in incubators has fallen off 
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for Samples and 
Prices of 


: 15.0 Protein 
3.9 Fibre 


| For Mashes and Poultry 
| Fattening Feeds—for 
| Pigs, Calves and all young 
| and growing animals. | 

Fully equal to Ground 
| Oat Groats and Rolled 
Oats for animal feeding at 
) 3 big saving in price. 


|  CORNO 
Hygrade Oatfeed | 


| 11.0 Protein 
19.0 Fibre 


| 


Almost as much Protein | 
|| as Whole Oats, ground or | 
|| unground, or Ordinary 
| Bran.—.A splendid feed for 
Dairy Cows. 


CORNO BRAND 


i Rolled Oats 
Steelcut Oatmeal | 
i Whole Oat Groats 
Ground Oat Groats 
i White Hominy Feed | 
i (7% Fat) 
il Unground Oat Hulls | 
| Reground Oat Hulls | 
Fine Ground Oat Hulls | 
| 
| 


All products packed in new Jute Sacks—__ jj 
Write us today. i 

il 

THREE MINUTE CEREALS Co. | 
DEPARTMENT 14 

CEDAR RAPIDS, IA. i 
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but the tide is turning and I think in- 
cubators are coming into their own 
again and that the coming year’s busi- 
ness will be larger than ever. We 
handle two types at different prices, 
both of which give excellent results. 
The brooder sales are increasing all the 
time. We do not handle live chicks 
though we take orders for them when- 
ever desired, securing our stock through 
reliable hatcheries. We do not feature 
any special breed, but find that the 
greatest demand is for Rhode Island 
Reds, Plymouth Rocks and Leghorns. 


“We carry a complete line of dog, 
cat and bird supplies, foods and reme- 
dies, though we do not handle any live 
stock, with the exception of birds. Most 
of the birds are secured from parties liv- 
ing in this vicinity with whom we have 
dealt for years, and who raise the ca- 
naries as a side line. We are familiar 
with the different strains and with the 
parties who sell them, so if a bird “goes 
bad”, as it is bound to do occasionally, 
there is no question about free replace- 
ment. We also board birds by the 
week or the month, many being glad to 
secure a good home for their pets with 
scmeone who understands their care and 
needs. 


“We keep in touch with all clubs for 


civic improvement and cooperate heart- 
ily in all their plans. Frequently one of 


Building Customer Good Will 


For sixteen years, dealers have been building good will and 
making money in the feed business by selling 


Buttermilk 


the greatest supplement to any 
hog or poultry ration. 

Semi-Solid Buttermilk is the most wholesome form of con- 
densed buttermilk; its lactic acid content is the enemy of disease 
and its protein is 100% digestible and assimiable. 

It protects pigs from the flu and is the only hope for combating 
Necrotic Enteritis. It is the greatest aid in increasing egg produc- 
tion and protecting the health of poultry the year round. 

Semi-Solid Buttermilk makes cash customers of your slow 
payers because they actually make money through its use. It helps 
you sell more feed because it makes all feed produce better results. 

Semi-Solid Buttermilk is one of the most profitable commodities 
to add to your already well established line of business. 

If you are not acquainted with our dealer proposition com- 
municate with the home office for details. 


CONSOLIDATED Propucts CoMPANY 
4750 SHERIDAN ROAD, CHICAGO 


us gives a little talk before one of these 
assemblies on matters pertaining to the 
beautifying of one’s home and this leads 
to personal talks with individuals, re- 
sulting in increased sale of garden fur- 
niture, tools and supplies.” 


NEW HAINES INSTALLATIONS 


Installations of feed mixing plants 
among the following dealers is reported 
by the Grain Machinery Co., Marion, 
Ohio: 

B. F. Rhoads, Quarryville, Pa.; 
Charles Tiedmann Milling Co., O’Fal- 
lon, Ill.; Hillsboro Flour & Feed Co., 
Hillsboro, Ohio; Peter Glinski, Keno- 
sha, Wis.; George R. Dix Milling Co., 
Morris, Ill.; Farmers Commercial Grain 
& Seed Co., Rising Sun, Ohio; Ziegler 
Milling Co., Bucyrus, Ohio; St. Johns 
Agricultural association, St. Johns, 
Mich.; J. T. Raine, Fairview. Pa.; John 
L. Frank Co., Miles, Iowa; J. W. Veal, 
Jacksonville, Fla.; P. J. Buford, Doni- 
phan, Mo.; John Morrell & Co., Ottum- 
wa, Iowa; Southern Grain & Produce 
Co., Hope, Ark.; Braham Roller Mills, 
Braham, Minn.; J. R. Helman, Brad- 
ford, Ohio; Koelzer Grain Co., Seneca, 
Kans.: John Morrell & Co., Sioux Falls, 
S. D.: Hummings Mill, Washington, 
lowa; The Elk Eye Milling Co., McCon- 
nelsville, Ohio. 
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Buttermilk Used as Business Getter 


By Sioux City, Ila. Dealer 


Excellent Results Attract Attention of Feeders to Other Items 
Firm Head Describes Method Used for Introducing Entire Line 


HE retailer’s salesmen can build 

' volume business in feeds when 

they work properly between 
dealer and consumer, according to 
Charles Burgeson, head of the Acme 
Hay & Feed Co., Sioux City, Ia. 

From farm to farm in the Sioux City 
retail territory go the retail salesmen for 
this company. That they get real re- 
sults is evident from the fact that three 
small trucks are kept busy with town 
and country deliveries of feed. There 
is one truck that has a country delivery 
every day and it draws pay for its time. 
The customers to whom it delivers pay 
the freight, an understanding arrived at 
when the feed order is sold. 

Finds Merchandising Pays 

“We have so far not gone heartily 
into the merchandising of ready mixed 
feeds,” said Mr. Burgeson, “though we 
are coming to that, for there is an ever 
increasing call for them. We push main- 
ly such things as tankage, oil meal, 
semi-solid buttermilk and mill feeds of 
all kinds. Tankage and oil meal hold 
leading places on our sales list for vol- 
ume, but close behind them is semi-solid 
buttermilk which we have been pushing, 
because Sioux City is a creamery town 
and semi-solid buttermilk easily obtain- 
able.” 

Something like this buttermilk pro- 
duct gives the dealer a good oppor- 
tunity to increase the general volume 
of the feed business, according to the 
experience of Mr. Burgeson and his as- 
sociates. It may bea little hard to place 
the initial order with a farmer, but once 
sold the farmer usually remains a steady 
customer for the product. 

Barrels Easily Handled 

“Due to the fact that we have a great 
livestock trucking center here, ship- 
ments are easily made to any point,” ex- 
plained the feed dealer, “for the truckers 
are all looking for return loads of mer- 
chandise and the buttermilk and other 
feeds that farmers buy are quite accept- 
able at transfer rates that are reason- 
able. This solves some of the problems 
of deliveries to the country. 

“There is an advantage in handling 
the buttermilk inasmuch as it is put 
up in barrels,’ continued the dealer. 
“Mice and rats don’t get into it and 
there is no shrinkage or spoilage. We 
point out these facts to our prospects, 
but stress the conditioning qualities 
that the buttermilk has for pigs, poul- 


try and calves, and its ability to cheapen 
feed costs. In proof of our assertions, 
we quote from experiment station au- 
therities. 

Opens Way for More Sales 

“Once the customer is sold,” added 
Mr. Burgeson, “we give full directions 
for feeding and this opens the way for 
the sales of emulsion and cod liver oil, 
especially in the case of poultry feed- 
ing.” 

If the district the salesman enters 
happens to be one of much dairying, 
the semi-solid product will not find so 
ready acceptance because of the avail- 
able supply of skim milk. There are 
districts where dairying is at a low ebb 
and there the creamery by-product goes 
over in fine style because it has plenty 
of good talking points and proves its 


Federation Protests Farm 
Loan Made to G. L. F. 


(Continued from Page Thirty-one) 


resentatives in Congress. 

The New England Retail Grain Deal- 
ers association has started plans to join 
in a united protest against the federal 
loan. Lynne P. Townsend, Springfield, 
Mass., secretary, wrote W. A. Stannard, 
Albany, N. Y., secretary of the federa- 
tion, as follows: 

“IT have been talking to some of the 
representatives of the association here 
and we are of the opinion that some 
concerted action should be taken. We 
certainly wish to enter some protest and 
the matter will be taken up with our 
officers.” 

One of the directors, when he re- 
ceived the news that a loan of $50,000 
had been granted by the farm board, 
telephoned the secretary of the federa- 
tion to confirm it. 

“It is inconceivable that the farm 
board would make such a loan, regard- 
less of size, without first securing all of 
the facts and then acquainting the pub- 
lic with the proposed loan before it was 
actually consummated. To loan public 
money to a private enterprise merely 
because it included the word coopera- 
tive in its name, is, I believe, contrary 
to the law.” 

President McIntyre predicts that there 
will be a flood of protests from feed 
manufacturers and_ retail merchants 
from all parts of the United States. 
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worth to the customer once he is sold. 
After that one customer helps sell an- 
other, merely by volunteering expres- 
sions of satisfaction. 

Salesmen Divide Territory 

Two retail salesmen employed by 
Acme Hay & Feed Co. have the local 
territory divided between them and they 
make farm to farm calls. They often 
get assistance from a salesman from 
the company which provides the butter- 
milk and they find that a big help, for 
it eliminates any possibility of stale ar- 
guments. 

It is well for any feed dealer to spe- 
cialize in certain lines, Mr. Burgeson 
believes, and he has chosen the butter- 
milk as one for fast sales and fair mar- 
gin of profit. It is surprising how much 
of it can be sold through consistent and 
untiring effort of the entire sales force. 
And the specialty is always providing 
the opening for sales of commercial 
feeds and ingredients such as tankage, 
cil meal and bran. 

Delivery Problem Solved 

Don’t let country deliveries bother 
you, Mr. Burgeson stressed at the close 
of his interview. The demand for deliv- 
eries is steadily increasing and custom- 
ers, realizing that there can be no such 
thing as an out and out free delivery, 
are willing to pay the toll for such 
service. The three trucks used by Acme 
can each carry several orders at once, 
and with the cost for such delivery pro- 
the customers, no one 
finds any reason for objection. In fact 
the delivery cost per customer is then 
less than the farmer's expenses when 
he personally does the hauling. 


E. F. LINDOW & CO, Medford, 
Wis., has discontinued business. 


WOOD TAYLOR, formerly with 
John Wade & Sons, Inc., Memphis, 
Tenn., has taken charge of Mississippi, 
Louisiana and Arkansas sales for the 
Always-A-Head Mills, Inc., East St. 
Louis, II. 


CRANE SHIFTS MANAGERS 

Ted Broeren, formerly manager of the 
E. J. Crane feed store at Abbotsford, 
Wis., has succeeded his brother, Ben 
Broeren, as manager of the branch store 
at Medford, Wis. Ben Broeren has 
been promoted to manager of the firm’s 
store at Bloomer, Wis. 
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When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 
cost you one cent more than 
the other kind. 


Darling & Company 


Union Stock Yards, Chicago 


STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


The Haines Feed Mixer 


“The Mixer That Really Mixes”’ 


Mixes thoroughly, 
rapidly and uni- 
formly. 


Requires _ small 
power and mini- 
mum floor space. 


Shipped complete- 
ly assembled ready 
for operation as 
soon as connected 
to power. 


— 


Easily set upor 
moved. 


No elevator or mill- 
wright labor re- 
quired. 


The Grain Machinery Co. 


Marion, Ohio 


We want live Sales Representatives in our open territory. 
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Young Elected President 
By Mutual Millers 


(Continued from Page Twenty-three) 


ihe information from the survey just 
four years old.” 
Trained Salesmen Important 

Mr. Carpenter urged the feed dealers 
to give more attention to modern sell- 
ing methods in the conduct of their busi- 
ness. “The success of the chain stores,” 
he said, “is due to their trained sales- 
men and not to their buying power. The 
feed dealer who intends to stay in busi- 
ness must become a trained salesman, 
with a modern understanding of sales- 
manship and he must train his co- 
workers to make sure that they are as 
good salesmen as himself.” 

R. H. Olmstead, dairy specialist at 
the Pennsylvania State College of Agri- 
culture, Penn State, Pa.; David K. 
Steenbergh, managing editor of The 
Feed Bag, Milwaukee, Wis., and W. P. 
Carroll, of the United States Depart- 
ment of Agriculture grain grading staff, 
Chicago, Ill., were the guest speakers 
at the final session of the convention 
Friday morning. Professor Olmstead 
and Mr. Steenbergh’s remarks are pub- 
lished elsewhere in this issue of The 
Feed Bag. 


Harned Wins Golf Match 


Mr. Smith explained what the feed 
dealer and country elevator operator 
should know about grain grading. He 
described the grain grading process as 
comparatively simple and said that it 
wasn’t necessary to be an expert in or- 
der to accurately determine the grade 
of any shipment of grain. 

The Mutual Millers annual golf tour- 
nament was played on the Oakland 
Beach course at Conneaut lake, Friday 
afternoon. Medal scores were turned in 
to Sam F. McQuiston, Meadville, Pa., 
chairman of the tournament, who has 
announced the following winners: First 
prize, Noble Harned, Conneaut Lake, 
Pa., presented by David K. Steenbergh, 
Milwaukee, Wis. Second prize, George 
Edmunds, Sherman, N. Y., presented by 
Sam F. McQuiston, Meadville, Pa. 
Third prize, Ray McEnery, Erie, Pa., 
presented by C. V. McQuiston, Atlan- 
tic, Pa. Fourth prize, Ralph Liedy, 
Erie, Pa. presented by Ames-Burns 
Co., Jamestown, N. Y. 


WESTERN SUPPLY CO., Sparta, 
Wis., has built an addition consisting of 
grain bins and rooms for a feed mill to 
its building at Kendalls, Wis. 


LEONARD CROSSET & RILEY 
Co., Ogdensburg, Wis., has purchased 
the feed and potato business of the Og- 
densburg Farm Produce Co. 
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BURT ODERKIRK, associate pro- 
fessor in dairy husbandry, Iowa State 
College of Agriculture, Ames, Ia., is 
leaving his college work and _ hereafter 
will be employed by the Babson Mfg. 
Co., Chicago, manufacturers of dairy 
and barn equipment. In a recent letter 
he writes, “I have been reading The 
Feed Bag and have found it very help- 
ful to me in following the thought of 
leaders in the feed business and keep- 
ing in touch with the industry.” 


H. L. GOEMANN, Mansfield, Ohio, 
chairman of the transportation commit- 
tee of the Grain Dealers National asso- 
ciation, requests everyone in the grain 
and feed trade to write him their views 
on the proposal of the railroads and 
others to increase the size of freight 
cars and their loading capacity. Smaller 
capacity cars are rapidly disappearing 
and are being replaced by the larger 
cars. A better case can be presented 
to the carriers if the exact needs of the 
trade as to size of box cars are known, 
and Mr. Goemann urges everyone to 
write him at once. 


FARMERS COOP. GRAIN CO., 
Plano, Ill., has purchased the feed and 
grain business of Jeter & Jeter. 


NewRichmond Meeting Draws 


Record Attendance 


(Continued from Page Nineteen) 
fit mark-up, profit margins on feeds and 
following the market ‘concluded the pro- 
gram. Dealers present were asked 
whether or not they had any sugges- 
tions as to a program of work for the 
association. One suggestion was that 
the association seek to determine and 
advise its members about what is a fair 
margin of profit. Another dealer sug- 
gested that the association strongly ad- 
vocate the selling of all feed on the ba- 
sis of replacement cost. R. Opsal, sec- 
retary of the Haertel Co., Minneapolis, 
proprietors of a chain of feed stores in 
Minnesota and Wisconsin, suggested 
that the association adopt a code of 
ethics for the guidance of its members 
in the conduct of their feed business. 
Plan November Meeting 

F. B. Mosher, general manager of the 
New Richmond Roller Mills Co., New 
Richmond, Wis., said that he believed 
he and his associates had derived a lot 
of good from the meeting and extended 
his application for membership in the 
organization on behalf of the retail de- 


Record Trainload of Feed 
Shipped to Wisconsin 


NE of the largest trainloads of 
6) feed which ever left Minneapo- 
lis was recently shipped by the 
International Sugar Feed Co. to the 
Oriental Milling Co., Manitowoc, Wis., 
and the Cleveland Cooperative Ware- 
house association, Cleveland, Wis. The 
shipment included 51 cars and is an in- 
dication of the growing popularity of 
International feeds and the increasing 
importance of Minneapolis as a com- 
mercial feed center, the firm reports. 
Plans are under way for the construc- 
tion of a new $50,000 unit to be used 
by the International Sugar Feed Co. 
for manufacturing poultry feeds. An in- 
crease of more than 1,000 per cent in 
demand for this line of feeds in the 
past three years, necessitating the con- 
struction of additional plant space, is 
reported by the firm. Officers of the 


company announce that the new unit 
will be one of the most modern in the 
country and will enable the company 
to give extra prompt service to dealers. 


“WHITE SWAN” FEED -MILL 

Springfield Milling Co., Springfield, 
Minn., is erecting a large addition to 
its plant which will house machinery 
and equipment for manufacturing com- 
mercial feeds. The firm is entering this 
field to furnish its dealers with grain, 
millfeeds, mixed feeds and flour in the 
same car. A complete line of dairy, 
poultry, hog and stock feeds will be 
manufactured and a full line of ingred- 
ients and coarse grains will also be car- 
ried. V. H. Dani, formerly associated 
with Cereal Mills Go., Wausau, Wis., 
has been appointed manager of the de- 
partment. 
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partment of the New Richmond Roller 
Mills Co., and five of its retail feed 
stores, located at Spring Valley, Elm- 
wood, Cylan, Rice Lake, and Clear 
Lake, all in Wisconsin. This started 
the ball rolling and other dealers who 
submitted applications for membership 
included John Vrieze, manager of the 
Woodville Elevator Co., Woodville, 
Wis.; J. E. Davis, general manager of 
the Northern Supply Co., Retail Stores, 
Inc., Amery, Wis.; Joe Huenink, man- 
ager of the Equity Produce Co., Bald- 
win, Wis.; D. C. Corson, manager of 
the Burkhardt Milling & Electric Power 
Co., Burkhardt, Wis. 

Just before adjournment, Mr. Steen- 
bergh offered the services of the Cen- 
tral Retail Feed association in sponsor- 
ing additional meetings in the territory 
providing they were wanted by the lo- 
cal dealers. After some _ discussion, 
therefore, Mr. Sather was elected chair- 
man of the group to make arrangements 
for another meeting to be held at New 
Richmond the latter part of October or 
early in November. 


TERRE HAUTE PUBLIC: ELE- 
vator Corp., Terre Haute, Ind., has pur- 
chased the Paul Kuhn 1,000,000 bushel 
elevator and will operate it as a gov- 
ernment bonded public elevator. 


NEW SHARON MILL & ELEVA- 
tor Co., New Sharon. Ia., has been in- 
corporated with a capital stock of $50,,- 
000 by G. C. Bennett and Carl G. Ben- 
nett. 


L. R. BATES, Hubbard, Ia., manager 
of the Farmers Elevator Co., has re- 
signed his position and has accepted 
the management of the Towa Falls Mill- 
ing Co., Iowa Falls, Ia. 


FARMERS GRAIN & FUEL CO., 
Wabasso, Minn., has purchased the ele- 
vator of the Bobirsch Elevator Co. 


RAUCHWARTER BROS., Savage. 
Minn., have purchased the Dundas Mill- 
ing Co., property, Dundas, Minn., from 
Frederick M. Catlin. 


LARROWE BUYS CHAIN 


Larrowe Milling Co., Detroit, has pur- 
chased a substantial interest in J. Cush- 
ing & Co., Fitchburg, Mass., operators 
of a chain of 39 feed stores in New 
England. There will be no changes 
made in the personnel or policies of the 
Cushing firm. 
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Why this chart 


was sent to 


20,000 Feed Dealers 


. 
PUBLISHED BY THE LINSEED MEAL FOU 


HART 


What is a balanced ration? How 
much protein supplement is 
needed to balance different home- 
grown feeds? How much ready- 
mixed feed? These are a few of 
the hundreds of questions the 
feed dealer must answer today. 
He must be able to give feeding 
advice as well as supply feed. 


That’s why the Linseed Meal 
Master Feeding Chart was sent 
to 20,000 feed dealers. It shows 
meee §=at a glance the answer to almost 
any feeding question. It makes 
the dealer a better advisor so he 
can sell more feed. 


IL 


This new chart boosts proper feeding with the 
same impartial attitude that is characteristic of 
Linseed Meal advertising. Balanced rations for 
using ready-mixed and home-mixed feeds are 
shown side by side. It helps you sell the type 
of feed that goes best in your district. Also a 
dependable formula guide for batch-mixing. 


Be sure Linseed Meal is on the label of the mixed 
feeds you sell. Your customers look for it. If 
you have not received a copy of the New Linseed 
Meal Feeding Chart, write for one today. It’s free. 


LINSEED MEAL EDUCATIONAL COMMITTEE 
Milwaukee, Wis 


Dept. 910, Fine Arts Bldg. 


The Universal 
Protein Feed 
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"oer (Cotton-Seed-Meal) ton 


on 
Memphis Merchants 
Exchange 


We offer our Services as Clearing 
Member. Full information fur- 
nished on request. 


Secure our prices for Spot and 
Future shipments. 


MARIANNA SALES CO. 
MEMPHIS, TENN. 
White-Mule Brand Registered all States 


Quality and Service 


HOME OF 


BADGER BRAND 
SEEDS 
1865—1929 


L. TEWELES SEED CO. 


MILWAUKEE, WIS. 
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Systematic Check 
Of Truck Costs 
Will Help Dealer 
To Add Profits 


By A. M. Pearson 
Federal Motor Truck Co. 


VERY business has its problems 
ty and most of them are the result 

of neglect rather than natural 
consequences. To this general aspect 
the operation and maintenance of motor 
trucks is no exception. 

In the first place motor trucks are, 
as a general rule, purchased wrongly. 
They are bought on the basis of original 
economy, price, terms and trade allow- 
ances. They are bought with a vague 
idea that the customer wants a l-ton 
or 2-ton truck rather than through the 
proper engineering practices and from 
then on the mistakes and failures of 
the operation are a constant sequence. 

Business Is Individual 

Men who operate motor trucks are 
in the transportation business. It mat- 
ters not whether these trucks are for 
contract. haulage or for private service 
in another industry, the operation of 
this equipment is a distinct enterprise. 
Now when we have a_ business the 
economies and the possibilities of that 
business can only be fully realized when 
that business stands on its own feet and 
is guided by profit-and-loss  state- 
ment. 

If we are to conduct a business under 
a profit-and-loss statement, then this 
business must have an income if it is 
to proceed to a_ successful conclusion. 
In the operation of contract trucks this 
income is derived from the rates of 
hiring the service. In a private opera- 
tion the truck should be hired to the 


distribution at a rate to be determined 
by the past records on operation cost 
or arbitrarily by credits comparable to 
the cost of contracting a like service. 
The operation of a motor truck costs a 
certain sum of money each day, month 
or year it is run. The truck must earn 
this money to reconcile the investment 
and the expense. This is the reason why 
the income is necessary as a comparable 
element in the estimation of the worth 
of the truck. 

Two things must be established in 
order that such a program may be pro- 
fitably carried out. An adequate and 
comprehensive accounting system, with 
the proper controls for the regulation of 
operation and a properly co-ordinated 
man power from the transportation exe- 
cutive down to the drivers. These men 
should be, so to speak, qualified special- 
ists who not only know their business 
but understand the policies of the sales 
department of the business. To sub- 
ordinate so supremely important and 
indispensable a service as truck trans- 
portation to any position below the 
position of a separate business would 
be at variance with good business con- 
duct. 

Time Saving Important 

In the actual mechanical operation of 
motor trucks the principal cause of the 
problems, so called, is largely due to a 
disregard to the time element in the 
operation. It might, in fact, be tersely 
stated that if any truck operator wants 


Feed dealers are resortin 
more and more to the use o 
trucks in conducting their 
business. Many have estab- 
lished delivery systems and 
operate from one to ten ve- 
hicles to meet their require- 
ments. The accompanying 
article contains many valua- 
ble facts which will help the 
dealer to get better service 
from his trucks and to oper- 
ate them at alower cost. The 
ideas supplied will result in 
actual dollars saved. 


to know how to reduce the cost of dis- 
tribution by motor trucks, the answer is 
easy. It is merely a question of saving 
minutes. In operation we may waste 
nearly everything else and come out 
fairly well, but if we waste time in dis- 
tribution we will fail. There is no way 
it can be avoided. 

We are inclined to lose sight of the 
fact that the power that moves goods 
is not the goods nor the truck in reality, 
but the customer. And this power 
which issues from the customer is ex- 
pressed in what we call supply and de- 
mand which is only another way of 
saying time and place. Location is the 
only permanent thing we have in distri- 
bution—the points of origin and desti- 
nation. Hence the demonstration of 
distribution is first—Place, the destina- 
tion that demands the goods; second— 
Time, which is the minutes, hours, etc. 
it requires to supply the demand. 

The time utility table illustrated, 
gives a graphic description of what this 
means in motor truck movements. It 
shows that on ten trucks, one minute 
per hour means the loss of 50 work days 
per year on one truck. If the time Icss 
were increased to five minutes it would 
reach 250 days. If the truck was worth 


Translated into Terms of .Money 


Lost Wheelage Utility—(1 Year Time Loss) 


Utility Value—$10 to $50 Per Day 


Number Trucks = 1 2 3 2 5 6 7 8 9 10 
Wheelage $10 $50 $100 $ 150 $200 $ 250 $ 300 $ 3530 $ 400 $ 450 $ S00 
Utility 20 100 200 300 400 500 600 700 800 900 1000 
Value of 30 150 300 450 600 750 900 1050 1200 1350 1500 
Lost time 40 200 400 600 800 1000 1200 1400 1600 1800 _ 2000 
50 250 500 750 1000 1250 1500 1750 2000 2250 2500 


Estimate Loss on Larger Fleets Than Ten Units—Multiply Day Value by Number of Trucks. 
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$20 per day it would mean an earning 
loss of $5,000. If this loss were a part 
of manufacturing there would be a great 
effort made to stop it and recover it in 
future operations. This loss is just as 
important in distribution by motor truck 
as it is in manufacturing. 

Another element in time losses is 
maintenance. The last ten years, due 
to the constantly increasing demand for 
speed, has been filled with mechanical 
refinements on motor trucks, but in 
maintenance we are still old fashioned, 
we are still “repairing” trucks. Motor 
truck maintenance is the art of holding 
or keeping a truck as nearly as possible 
in its original state. To keep a truck 
comparably new all the time means to 


prevent service demands rather than 
repair something ‘after it has happened 
—to install preventative maintenance 


rather than curative maintenance. 

Preventative Maintenance 
There was a time a few years back 
when business only called in legal ad- 
vice when it got into trouble. Today 
the principal function of legal counsel is 
not to win cases in court, but to prevent 
business from making unwise moves. 
The same condition is the modern idea 
in motor truck maintenance. The rea- 
son that preventative maintenance has 
come so prominently to the front in the 
past three years is due to the fact that 
truck operators have suddenly awakened 


to the knowledge that truck operation 
and its resulting transportation is di- 
rectly related to sales. 

The real power that moves goods 
comes from the customer. In the final 
analysis the customer pays all the bills 


1 Min. Min. Days 

No. per per Hours per per 
Trucks Hour Day Month Year 
1 1 10 4 hr. 10 m. 5 

2 4 20 8hr. 20m. 10 

3 3 30 12 hr. 30m. 15 

40 16 hr. 40m. 20 

5 5 50 20 hr. 50m. 25 

6 6 60 25 hr. 30 

7 7 70 29 hr. 10m. 35 

8 8 80 33 hr. 20m. 40 

9 9 90 37 hr. 30m. 45 

10 10 100 41 hr. 40 m. 50 
and provides the dividends. For in- 


stance, when a merchant puts in his 
store fixtures he may think he is satis- 
fying his own ideas but what he is real- 
ly trying to do is to satisfy the customer 
—make sales. By the same token when 
anyone in the transportation business 
buys motor trucks he may be under the 
impression that he is purchasing equip- 
ment to meet his personal conception of 
moving merchandise, but what he is 
really doing is to secure something 


which will satisfy the customer for 
whom he is moving the goods. 
In preventative maintenance road 


failures are the things to watch most 
closely, because road failures are indi- 
cations of the condition of the equip- 
ment and the road failures are what 
most upset the customer. To please the 
customer the equipment should give a 
speedy, safe, uninterrupted flow of trans- 
portation and satisfy the operator this 
flow should be economical. That is 
where preventative maintenance comes 
into the picture. When we wish to solve 
a problem in arithmetic we turn to the 
four tables of arithmetic, the answer is 
there in those four tables, if we follow 
the rules. Likewise when problems 
come up in trucking it simply means 
that we have not followed sound eco- 
nomic rules. It means that the distance 
between the truck and the cost system 
is too great, and therein lies the solu- 
tion. 


IOWA SEED DEALERS 

Members of the Iowa Seed Dealers. 
association met recently with the staff 
of the state agricultural experiment sta- 
tion at Ames. H. D. Hughes, chief of 
farm crops was in charge of the event. 
Dealers spent the day profitably by dis- 
cussing problems of the trade with the 
college staff and visiting the experimen- 
tal plats. 


When you buy 
a Batch Mixer 


do you buy it just for the present or do you want 
a mixer for long and lasting use. 


If you are decided that there is a future in 
batch mixing, the price of your mixer ceases to be 
much of an object, but you are more concerned with 
its performance many years hence. 


Munson Superior Batch Mixers are built to give 
service in addition to finest quality 
mixed stock. Add to that quick, thorough mixing; 


you years of 


clean discharge between batches; and the lowest 
power consumption per ton---the result, a mixer 


superior in more than its name. 


Catalog 42 will prove interesting to you. Better 
send for a copy---no obligation of course. 


Established 1825 


A. D. Hughes & Co., Wayland, Mich. 
Sidney Grain Machinery Co., Sidney, O. 


>/ 
ff 
4 
oy” 
REPRESENTATIVES 
C. Wilkinson, Lansdowne, Pa. v7 
Strong-Scott Mfg. Co., Minneapolis, Minn. 
Frank Eckert, West Warwick, RB. I. 
FB 10-29 
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Mutual Millers Are Told 
To Watch Costs 


(Continued from Page Fourteen) 


mark up an average of 14 per cent on 
your cost prices but you probably could 
not do this and stay in business. Look- 
ing facts in the face, therefore, you must 
be a good buyer as well as a good mer- 
chandiser and depend on a speculative 
profit to help along. It may be that 
we don’t want to make our money spec- 
ulating, but there is no question but 
what it is impossible for any man to 
make a success of the retail feed busi- 
ness unless his business shows some 
speculative or buying profit each year. 
8 to 12 Per Cent Mark-up 

Keeping in mind that you are making 
some buying profit, therefore, you can 
probably make your necessary 12 per 
cent profit on sales by marking up staple 
items such as bran, gluten feed and lin- 
seed meal, which sell easily and turn 
over faster than other feeds, at about 
8 per cent. Other slower selling and 
seasonable items must be marked up the 
full 12 per cent. These mark-ups, with 
your speculative profit resulting from 
following the market, should give you 
an average mark-up of 14 per cent and 
the necessary 12 per cent gross profit 
on sales. 

The above remarks are from the ad- 
dress “Feed Profit Margins’, delivered 
by David K. Steenbergh, managing edi- 
tor of The Feed Bag, and secretary of 
the Central Retail Feed association, Mil- 
waukee, Wis., at the annual convention 
of the Mutual Millers & Feed Dealers 
association, Conneaut Lake Park, Pa., 
September 6. Mr. Steenbergh concluded 
his talk by quoting actual figures taken 
from the books of various retail feed 
stores throughout the country. 


DIXIE MANUFACTURERS MEET 

The annual meeting of the Southern 
Mixed Feed Manufacturers association 
will be held October 8-10, in the Pea- 
hody hotel, Memphis, Tenn. 


OPULARITY 


of any feed is in direct 
proportion to the results 
it produces. The feeder 
doesn’t buy feed for fla- 
vor or color, but for the 
money it makes for him. 
Ask anyone who is using 
International Hog, Dairy, 
Cattle or Poultry Feeds 
what he thinks of them 
and you will know why 
the International line 
makes money for both 
feeders and dealers. 


FEEDS 


Manufactured by 
INTERNATIONAL 


INTERNATIONAL 


SUGAR FEED COMPANY 
MINNEAPOLIS MEMPHIS 


BALANCED FEEDS FOR ALL 
FARM LIVESTOCK 


It’s Easy to ‘‘Get At’? a Universal Grinder! 


‘Time is Money” when it comes to Grinding! The real profits are 
being made from up-to-the-minute equipment which hums smoothly 
along—day in and day out—and needs but little attention. 

That’s why “‘“UNIVERSAL” Grinders rank sohigh! Yet the great- 
est time-saving features of these rugged units are that all working 
Parts are instantly accessible, and the screens may be changed in 
but 30 seconds! No lifting or tilting heavy parts—no bother with 


the screens! Just a few seconds pause. 


Specifications, installation data, and prices are yours for the asking! 


A. E. JACOBSON MACHINE WORKS, Inc. 22%,Tenth Av, 


V2inding Pays in Many Ways. 
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OATS 


RYE 


WHEAT SCREENINGS CORN 
Hiawatha Grain Company 
MINNEAPOLIS, MINN. 
‘‘FOR BETTER SERVICE’’ ~ 

(We Own And Operate A Mill And Elevator) 

SPECIALIZING IN ALL TYPES OF SCREENINGS 
(GROUND AND UNGROUND) 
Get Our Samples and Prices e 
STRAIGHT CARS MIXED CARS : 


MILL FEEDS GROUND FEEDS OILMEAL. 


BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 


Cottonseed Meal 


ALL GRADES 
Arrival Drafts 


Quick Shipments 


Humphreys-Godwin Co. 


Established 1898 MEMPHIS, TENN. 


F. J. PHELAN CO. 


418 Chamber of Commerce 
MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


<e} ‘‘All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


BRANCH OFFICE 
MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


CHAMBER OF COMMERCE 
BUFFALO, N. Y. 


J. C. HUBINGER BROS. CO., Keokuk, Gluten 


ROSENBAUM BROTHERS, Chicago, Ill 
HENRY LICHTIG & CO., Kansas City, Mo 
FAIRMONT CREAMERY CO., Omaha, 

OHN F. CRAIG & COMPANY, Philadelphia, Pa............ Blackstrap Molasses 


Dried Buttermilk 


Meat Scrap 


OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................. Oyster Shells 


S.T.Edwards &Co. 


Incorporated 


Feed System Engineers 
Plant Designs 
Special Feed Mill Machinery 
Feed Formulas 


DRIED BUTTERMILK AND 
SKIMMED MILK 


Packed 100-Ib. paper-lined bags 


110 N. Franklin St. CHICAGO 


Manufacturers 


“REGAL” 30% PROTEIN 


“IMPERIAL” 33% PROTEIN 
OLD PROCESS OIL MEAL 


with PALATABLE Screenings Oil Feed 


WE MANUFACTURE OUR OWN OIL FEED 


Imperial Meal Co. 
MINNEAPOLIS, MINN. 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 


an 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bidg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Ill. 
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Millfeeds Screenings 
Coarse Grains 


The Complete 
Mineral Analysis 


SHOWS THAT IT CONTAINS 
In excellent proportion the 
Minerals essential to good 
health and strong, sturdy bones. 


These and its 60% of almost 
completely digestible Protein 
account for the success of the 
Commercial Mash in which 
STRUVEN’S FISH MEAL is 


used. 


Write us for copy of complete 
analysis and sample. 


Chas. M. Struven & Co. 


Baltimore, Maryland 


HARD SPRING WHEAT FLOUR 


EVERY SACK has a MONEY BACK GUARANTEE 
Unexcellied for the family trade 


Contains strong Gluten, produces 
a large white loaf which retains 
moisture and uniform in texture. 


Sold at competitive prices 


Can be shipped in mixed cars 


Get our prices before buying 


NEW RICHMOND ROLLER MILLS CO. 


WISCONSIN’S MOST MODERN MILL 


NEW RICHMOND, WISCONSIN 
MIXED CARS ARE OUR SPECIALTY 


Yes 


POWER* 


That's what you want first of all 
in a car mover...and that’s the 
biggest oillecsman’ in the ATLAS, 
This power has been proved by 
actual tests. Your mill distribu- 
tor can show you illustrated 
material and can cite cases 
in which ATLAS superiority 
has been proved. 

Get an ATLAS mover and 
you'll see the difference in 
a jiffy. Ask your supply 


man. He knows and can 
give you quick 
service. 


Interesting, il- 
lustrated, de- 
scriptive mat- 


asking. 


APPLETON 
CAR MOVER 
COMPANY 


Appleton, Wis. 


ter free for the 
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MIXERS --- DEALERS 


With a warehouse capacity of 
over 2,500 tons of sacked feed— 
we are in splendid shape to give 
good service on straight or mixed 
cars of anything in feed. 


WE WOULD APPRECIATE YOUR INQUIRIES 


La Budde Feed & Grain Co. 


MILWAUKEE, WIS. 


Feed — Grain — Hay 


BRANCH OFFICES: 


ALGONA, IOWA SPENCER, IOWA 
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Defective Flues 


take a surprisingly large toll every winter in 
burned elevator property. The prudent pro- 
perty owner will make a careful examination 
of his flues and heating apparatus in time 
to make necessary repairs before the heating season begins. 


Have you checked yours > 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


INDIANAPOLIS, INDIANA 
J. J. Fitzgerald Cc. R. McCotter 
Secretary and Treasurer Ass't. Secy. and Western Mgr. 
Indianapolis, Ind. Omaha, Nebraska 


OWL BRAND 


COTTON SEE 
MEAL 


Standard Since 1875 


F. W. BRODE CORP. 


MEMPHIS, TENNESSEF 


Get on our list. Market letters and prices. 


R. L. HERRICK M. H. HERRICK 
100% FOR THE DEALERS 


HERRICK 
FEED 


Phones C QO Phones 
135 : 135 
118 Ms 118 

Cc 
HARVARD ILLINOIS 


WHOLESALE GRAIN & FEED SHIPPERS 
R. L. HERRICK, Jr. J. M. HERRICK 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


DIAMOND Mill Owners Make Money 


“We have been well pleased with our mill and have had no 
expense except renewing plates for nearly three years. Our net 
profits for the past year was better than $2,000.00 and our power 
cost about 28 per cent, and should be better the coming year. 

Signed, Farmers Elevator Company, Humboldt, So. Dak. 


Diamond Huller Co., Winona, Minn. 
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usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. Co. 


Esrasuisuep 1894 


PRINTERS 
LITHOGRAPHERS 
BINDERS 

344-346 MILWAUKEE STREET 


1076 WISCONSIN 


ALFALFA 
MEAL 


Dependable Western 
Meal for the Dairy 
feed. 


A valuable addition 
to the ration. 


Write or Wire for 
quotations. 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bidg. 
Lamar, Colo. St. Louis, Mo. 
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M.G. RANKIN & Co. 
GRAIN 
FEED 


Chamber of Commerce 
MILWAUKEE, WIS. 


NOPCO COD LIVER OIL 
BEET PULP—MOLASSES 
DRIED BUTTERMILK— 

SKIM MILK — ALFALFA MEAL 

MIXED CARS— TON LOTS 


Get our prices. 


LA BUDDE FEED & GRAIN CO. 


MILWAUKEE, WIS. 


Wuen 1n MINNEAPOLIS 
STAY AT 


The 
New Nicollet 
Hotel 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 


600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 
Largest and id Ballroom in the 


orthwest 

RATES 
59 Booms at................. $2.00 
68 Booms at................. 2.60 
3.00 
257 Booms 3.50 
4.00 
38 Rooms 5.00 


Suites and Special Rooms at 
$6.00 to $9.00 
MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Depots. 
Retail Center and Wholesale Center. 


W. B. CLARK, Manager 
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STERLING DAIRY FEEDS 


32% Protein 
For the dairyman who 
raises considerable corn, 
oats and barley. 


20% Protein 
For the dairyman who 
raises small crops of 
feeding grains. 

These two feeds are giving wonderful 


satisfaction. Samples and quotations 
on request. Effective sales helps given. 


We also manufacture the complete line of 
STERLING POULTRY FFEDS as well as 
STERLING PIG and HOG FEEDS. 


Carlots or mixed cars containing bran, middlings, 
rolled oats, oil meal, oyster shell, animal protein 
products, etc. 


NORTHRUP, KING & CoO. 


FEEDS AND SEEDS 
MINNEAPOLIS, MINN. 


Quality Feeds and Grain 


Uniform fair prices and Senuine service re- 
present two important factors in the rapid 
growth of our business. 


We are just at the other 
end of your telephone line 


Broadway 4961 


Grain—Corn, Oats,-Barley, Chicken Wheat 


Reef Brand Oyster Shells 
Brewers Dried Grains, Malt Sprouts 


Mill-Feeds, Hominy, Oil Meal, Cottonseed Meal 


Clinton Corn Gluten Feed—Gluten Meal 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 
Brokers for 
CLINTON CORN GLUTEN 


CORN GLUTEN MEAL and 
CORN OIL CAKE MEAL 


Operating Elevators at 
MILWAUKEE—CHICAGO 
PORTLAND, ME.—ST. JOSEPH, MO. 
DEPOT HARBOR, ONT. 


Forty-seven 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 


minimum $1.00. 


MANAGER WANTED 


Competent man wanted to manage retail cash 
feed store in Waukesha county. No buying 
worries--entire efforts on selling. Answer in own 
hand writing. stating salary desired. Write T. F., 
c/o THE FEED BAG, 85 East Michigan street, 
Milwaukee, Wis. 


FLOUR AND FEED BUSINESS FOR SALE 

A well established flour and feed business 
located in the North Centra! part of Wisconsin. 
Grinding facilities. Electric power. Railroad 
Siding. Annual business approximately $75,000. 
Reason for selling—owing to other business can- 
not give proper attention. A real money maker. 
Priced right. Write S.C.-3, c/o THE FEED 
BAG, 86 East Michigan street, “Milw aukee, Wis 


FEED MIXER WANTED 


Used Feed Mixer wanted in one-half to one 
ton size. Write C. F. KNIGHT, Dalton Wis. 


HAY .. HAY .. HAY 


We have a surplus of nice colored No. 1 and 
No. 2 Timothy, light clover and grass a Bon 
to offer for shipment after October 1. 
interested, get in touch with THE LINCOLN 
MILL, Merrill, Wis. 


GROWING BUSINESS FOR SALE 


A growing flour, feed, grain and farm supply 
business for sale. Established nearly a century. 
Present owners eleven years. Reason for selling, 
poor health one partner. Sales over $140,000 
past three years. Last year over $160,000. Mill 
in good repair, machinery nearly all new, bulk 
storage for around 18,000 bushels, water power 
the year around. Good-sized warehouse built six 
years ago. Good dairy and chicken country. 
LY wt. write C. & L. GLOVER, East Ran- 

olp 


HAY FOR SALE 
A few cars timothy and. clover mixed hay and 
oat straw for sale. Can load on Chicago, Mil- 
waukee & St. Paul or Northwestern. Write 
TOMAH COOPERATIVE ELEVATOR, 
Tomah, Wis. 


FRED VOSS, Clarksville, Ia., is 
building a feed mill. 


W. H. BECKER, INC., Freeport, 
Ill., has been incorporated with a cap- 
ital stock of $15,000 to manufacture 
poultry feeds. 


FEDERAL GRAIN ELEVATOR 
Co., Annawan, Ill., has purchased the 
Annawan Farmers’ Grain & Supply Co., 
and appointed Floyd Brown, Mineral, 
Ill., as manager. 


FRANK BEER, Milford, Ind., has 
purchased the grain elevator and feed 
mill located at Milford Junction, Ind., 
from J. D. Baumgartner. 


UNITY MILLS SERVICE CO., 
Minneapolis, has established flour and 
feed stores at Brainerd and Grand Rap- 
ids, Mich. The firm recently leased the 
Redwood Milling Co. warehouse, Red- 
wood Falls, Minn., and have stocked it 
with a complete line of feeds. Other 
stores are operated at Wadena, Roches- 
ter and Park Rapids, Minn. 


A. J. MICHAELS, Chesterton, Ind., 
has purchased the Hebron Equity Ex- 
change elevator, Hurlburt, Ind., and has 
placed Leonard Michaels in charge. 
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BARABAY & WALFROM, Ada, 
Ohio, has purchased the Farmers Co- 
operative Grain & Supply Co. elevator. 


SCOTT & McGUIRE, Pana, IIl., 
purchased the Illiopolis Farmers Grain 
Co., Illiopolis, Ill., and took possession 
on October 1. Business will be con- 
ducted under the old name. The eleva- 
tor was formerly leased tc the Fernan- 
des Grain Co. 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 7*3 


Member Chamber of Commerce 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


FOR 


CORN or OATS 
QUALITY and SERVICE 


your trade demands 
Write, Phone or Wire 


Western Terminal Elevator Company 
Sioux City, Iowa 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


562 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


CEREAL 
GRADING CO. 


MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


No-Milk Calf Food 


A LEADER FOR 45 YEARS<—@ 


National Food Company 
FOND DU LAC, WIS. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mother’s Best Flour 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF. 
JOSEF MUELLER WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg. 
Milwaukee, Wis. 


“SWEET PRINCESS’”’ 


16% PROTEIN 
MOLASSES DAIRY FEED 


We Also Pack Dairy Feed Under Private Brands 


We sell a complete assortment of over 80 different kinds of feeds 


Send for MANEY BROTHERS MILL & ELEVATOR CO., “sder,Avs. and Elshth st. 


Office and Mill, Milwaukee, Wis. 


INSTITUTIONAL 


% 
SWEET DAIRY’ FEED 
THE BEST, BUY ON THE MARKET 


NEWTON FEED COMPANY 


Eastern Office, Boston, Mass. 
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G. Rankin & Co.. 


A. L. Stanchfield 


Sunset Feed & Grain Co.............. ‘ 44 
Three Minute Cereals Co................. 36 
18 
Western Terminal Elevator Co............ 4& 
Wisconsin Agriculturist & Farmer....... . 20 


STONINGTON ELEVATOR CO., 
Stonington, IIl., has been incorporated 
with a capital stock of $10,000 by Wil- 
liam Hight, C. T. Moore and I. W. 
Larrick. Otto F. Young has been ap- 
pointed manager. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
MILLFEED 
OILMEAL, ETC. 


MINNEA 
“Stand by Stan” 


Camel Wheat Feed Scores Again! 


Reports an official cow tester to his dealer. ar 


“I want you to note that the high herds in 
the Richland Dairy Herd Testing Association mo es 
No. 2 received more CAMEL per cow for the ae 
season than any other kind of grain, and that ‘ 
our second high herd in the Association (aver- 
age Butter Fat 364 Ibs.) was fed alfalfa hay, 
silage, CAMEL, corn and oats, and made more 
profit per cow than any other herd.’’ 


We can make immediate shipment of Camel. 


EXCELSIOR MILLING CO., 


AMES-BURNS CO., Jamestown—exclusive New York distributors. 
JOHN FITZGERALD, J. ille—special Wi in representative. 


B. J. GIBSON, Danville, Ill.—special Illinois and Kentucky representative. 


SWEET DAIRY FEED 


16144% PROTEIN 
MANUFACTURED BY 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Speciaity—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


ARDANCO 


15% Protein 
Your Trade Can Feed Ardanco as is ‘ 


Old Process 
Screenings Oil Feed 


23% Protein 
Adapted for Feed Manufacturers and Mixers 


Write for samples and full particulars about 
these two feeds. We are shippers of RED 
DURUM ~ CORN - OATS —- BARLEY — BUCK- 
WHEAT and other grain for poultry feed. 
Elevator capacity 2,500,000 bushels. It will ‘ 
pay you to get our quotations regularly. 


ARCHER-DANIELS-MIDLAND CO. » 


MINNEAPOLIS -—: MINNESOTA 


Wire or Write for Our Quotations if you are not receiving } 
them regularly. 
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Che feed Bag 


Vol. 5. No. 10. OcTOBER, 1929 
DAVID KNOX STEENBERGH 
Managing Editor 

Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription price 
—$2.00 per year. 5 

Changes in advertising copy may be submit- 
ted up to the 15th of the month preceding date 
of issue. Last closing date, the 25th. For adver- 
tising rates, etc., address The Feed Bag, 86 East 
Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed association, Eastern _Feder- 
ation of Feed Merchants and the New England 
Retail Grain Dealers association. Feed Merchants 
Bulletin of the Eastern Federation of Feed Mer- 
chants merged with The Feed Bag, July, 1928. 


Copyright, 1929, Editorial Service Co., Inc. 


Molassco 


Screenings--- 
Molasses Base 


for Feed Manufacturers 


Our product is best 
because we use Se- 
lected screenings 
thoroughly re- 
cleaned by our ex- 
clusive process. 


Ask for Sample 


We have some- 
thing especially in- 
teresting for pro- 
gressive dealers 
who are interested 
in 16% Dairy Feed 
of unusually High 
Quality. 


STUHR - SEIDL 
COMPANY 


DISTRIBUTORS 
Chamber of Commerce 
MINNEAPOLIS 


Page Fifty 


= FRANKE GRAIN CO. - 


DISTRIBUTORS 


MILWAUREE WISCONSIN = 


PLYMOUTH 


BRAND 


MEAT SCRAP 


= PROTEIN 50% 
far % 


MEAT SCRAP 
TANKAGE 
BONE MEAL 


100 LBS. NET 


E.W. BOHNSACK CO. 
PLYMOUTH, WIS. 


SOLE DISTRIBUTORS 


THE FRANKE GRAIN CO. 


GRAIN AND FEED 
MILWAUKEE, WISCONSIN 


Shipments from Milwaukee or Plymouth, Wis. 
Carloads, Ton and Bag Lots, Phone Broadway 2174. 


Deutsch & Sickert 


C 400-402 Chamber of Commerce 


O p a nN VY MILWAUKEE, WISCONSIN 


REPRESENTATIVE OF 


A. E. STALEY MFG. CO. 
Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Soy Bean Oil Meal 40% Protein 


Straight and Mixed Cars 


PRIDE OF THE SOUTH 
Genuine Oyster Shells 


Write for delivered prices 


Get our CORN and OAT 
Prices Use the Phone—Call 


Feeds of all kinds also Hay— BROADWAY 
Alfalfa Hay a Specialty 1 67 4 
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Satisfaction is the corner-stone 
upon which a successful long lifed 
business is permanently founded. | 


Feed dealers can give satisfaction only when 
they have a complete line of feed which has 
been thoroughly tested on birds and animals 
for efficiency. 


Feeders demand satisfaction from the feeds 
they purchase. They get that satisfaction 
in True Value Mashes because of the extra 
strength, growth and eggs produced. Vitamin 
tested Cod Liver Oil, Cod Liver Meal, choice 
Meat Scraps. and pure Dried Buttermilk 
make True Value mashes give satisfaction. 


It is with satisfaction that we announce a 
low booking price on all our poultry mashes. 
This booking price will last only a few days 
longer. It will pay you big to grasp the op- 
portunity of saving a good many dollars on ae 
your mash feed needs during the coming _ 
months. Get the satisfaction of extra pro- 
fits. Our business is selling feeds that will 
satisfy the feeder and through him make 
business satisfaction for our dealers. 


Let us quote, at our expense, booking prices 
that are sure to surprise and please you. 


Ladish Milling Co. 


Milwaukee, Wisconsin 


With Cod Liver Oil, Cod Liver Meal and Old Natural No. 2 Yellow Corn 


§ 
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King Midas is the Leader 
Among Wisconsin Dealers 


a 


HE tendency among progressive and promi- 
S| nent feed stores is to discontinue weak, slow 
moving brands of flour and to concentrate 
their sales efforts on one or two strong lines. And 
King Midas is the popular leader in an ever increas- 
ing number of Wisconsin stores. It’s easy to sell King 
Midas and dealers are always assured that King 
Midas quality will keep customers satisfied and 
bring repeat business. Cloverleaf pure 
bran, Snowball flour middlings and the 
complete line of King Midas dairy and 
poultry feeds are always available in 
mixed cars with King Midas flour. 


Mipas Co. 


MINNEAPOLIS, MINNESOTA 


MANUFACTURED BY THE 


